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UAL OF N. Y. FIELD CLUB CONVENTION 





full Lauds ‘Prospectus’ Method 


fp Curb Twisters’ 


yew YORK—Nevada’s procedure 
srequiring all replacement proposals 















Shelley S. Goren 


Roger Hull 
»be in writing, with duplicate copies, 
nd signed by the agent was given 
trong endorsement by President Roger 
Rul of Mutual of New York at the 
wmpany’s national field club conven- 
tin here. If this becomes a legal re- 
qirement in all states it would solve 
the problem of getting evidence against 
those who misadvise clients, said Mr. 
Hull. 

“Those who fail to put their propo- 
als in writing will be violating the 
law,” he pointed out. “Those who put 
tir proposals in writing will want 
fo be certain that the advice will 
kand the scrutiny of impartial regu- 
ary authority. You and I know it 
is a rare exception indeed when a 
nlicyholder truly benefits by replac- 
ing an existing policy with a new one. 
The public, however, is not so well 


SEC Statement On 
Pu Variable Annuity 


Exemption Is Given 


WASHINGTON—In announcing the 
hearing scheduled for June 12 on 
Prudential’s application for an exemp- 
tion from some provisions of the in- 
vestment company act of 1940, the Se- 
curities & Exchange Commission is- 
sued a statement in part as follows: 
‘Under New Jersey law, pursuant to 
vhich Prudential was organized, the 
proceeds of the sale of variable annuity 
contracts (after certain deductions) 
must be earmarked in a separate fund 
ad segregated from the company’s 
other assets. Prudential proposes to in- 
vest such proceeds primarily in equity 
‘curities. If the commission were to 
determine that this segregated fund, as 
tistinct from Prudential, is the issuer 
of the variable annuity contracts and 
py investment company, Pruden- 
tial’s application in effect requests an 
inder exempting the fund from certain 
provisions of the act. 

“The provisions of the act from 
which exemption is sought for such 
fund deal for the most part with the 
voting rights of holders of investment 
company securities, the manner in 
Which directors are selected, and the 
iy under which a redeemable secur- 
; may be issued and sold. The New 
“sey law, for example, provides that 


(CONTINUED ON PAGE 26) 
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Depredations 


informed and I submit that this pro- 
posal would go a long way toward 
eliminating present abuses.” 

Saying that the replacement prob- 
lem “is giving us all concern,” Mr. 
Hull pointed out that the elimination 
of the old inter-company anti-twisting 
agreement and a tax structure that 
makes so-called minimum deposit plans 
attractive to many people have creat- 
ed a fertile environment for the twist- 
er. At the same time, any efforts on 
the part of the companies to enter into 
agreements or adopt codes might be, 
in the opinion of counsel, interpreted 
as a violation of the anti-trust laws. 

Mr. Hull said that pending the adop- 
tion of some satisfactroy solution that 

(CONTINUED ON PAGE 25) 


S.D. April Ordinary 
Sales Increase 42%, 
Leads Other States 


South Dakota showed the greatest 
percentage gain in April ordinary sales 
with North Dakota in second place and 
the District of Columbia third, accord- 
ing to LIAMA. The respective in- 
creases were 42, 26, and 20%. 

For the first four months, Alaska’s 
23% ordinary sales gain led the states, 
South Dakota took over second place 
with a 16% boost and Nebraska was 
third with a 14% increase. 


AAUTI Changes Name: 
Now Called American 
Risk & Insurance Assn. 


American Risk & Insurance Assn. is 
the new, official name of the 29-year- 
old American Assn. of University 
Teachers of Insurance. The new name, 
which had the unanimous support of 
the organization’s executive committee, 
has been approved by ballot by the ac- 
tive members. 

While active (voting) membership 
in the association is made up of per- 
sons who are, or were at the time of 
joining, teaching college credit courses 
in insurance, the organization has al- 
ways encouraged associate member- 
ship among those not qualifying as 
college teachers but who are in related 
areas of insurance education, training, 
research, and the development of in- 
surance literature. In recent years, 
such membership has increased sharp- 
ly; and, according to the association, 
it was felt that the change of name 
would, among other things, encourage 
more such membership. 

In further explanation of the change, 
Davis W. Gregg, president American 
College and association president, stat- 
ed, “ ‘Risk’ and ‘insurance’ connote all 
facets of insurance education with 
which the association is concerned— 
including teaching, research, and the 
development of literature. Therefore, 


it is more descriptive of the nature of 
(CONTINUED ON PAGE 26) 





NALU Against Social 
Security Bill‘In 
All Its Particulars’ 


WASHINGTON—Before passing 
judgment on HR 6027, the social secur- 
ity liberalization 
bill, the Senate 
finance committee 
should give its 
most serious con- 
sideration to the 
cumulative effect 
not only of the tax 
increases that 
have occurred in 
the recent past but 
also of the addi- 
tional increases 
that are already 
scheduled to take 
place under existing law, said Chair- 
man Albert C. Adams of the National 
Assn. of Life Underwriters social se- 
curity committee in a statement to the 
Senate finance committee. 


Past President Of NALU 


Mr. Adams, who is a retired Phila- 
delphia general agent of John Hancock 
and a past president of NALU, pointed 
out that over the years Congress has 
raised the social security tax rate and 
the taxable wage base to keep the pro- 
gram self-supporting and solvent, but 
these tax increases have been so 
spaced and in such relatively modest 
amounts that, individually, they seem 
to have made little impact on the con- 
gressional or public consciousness. 
Since 1949 social security tax rates 
have tripled, the taxable wage base 
has been boosted 60%, and as a result 
the social security taxes of individuals 
with maximum taxable earnings have 
been increased by 380%. 

Moreover, the existing law calls for 

(CONTINUED ON PAGE 26) 
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Companies Protest 
Withholding Tax On 
Interest Payments 


Administration Proposal 
Decried As Involving 
Difficulties, Inequities 


WASHINGTON—The = administra- 
tion’s proposal for requiring life com- 
panies to withhold 
interest paid to 
policyholders, ben- 
eficiaries and an- 
nuitants and for 
requiring with- 
holding of interest 
paid to life compa- 
nies presents many 
difficulties and in- 
equitable conse- 
quences, the House 
ways and means 
committeewas 
W. H. Satterthwaite told by Willis H. 
Satterthwaite, vice-president and coun- 
sel of Penn Mutual Life, on behalf of 
American Life Convention and Life In- 
surance Assn. of America. 


Efforts Praised 


Mr. Satterthwaite pointed out that 
efforts of life companies to supply 
information to policyholders and 
others about the taxable nature of 
interest paid them were praised by the 
internal revenue commissioner a year 
ago. In addition, according to surveys 
made by the Treasury Department, 
these voluntary efforts of the life com- 
panies resulted in a relatively high 
percentage of such taxpayers reporting 
interest income for tax purposes. 

The primary difficulties and 

(CONTINUED ON PAGE 27) 
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Riis 





Adorning the wall in the main lobby of Ohio National Life’s new building in 


Cincinnati, is a mosaic mural by Millard Sheets. The mural depicts insurance as 
the foundation of family security and pillar of strength to the nation. Story on 


page 6. 
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FAR FROM THE ASPHALT JUNGLES 





Replacers Impaled On Grapevine 
If They're Careless With Truth 


A grapevine may seem like a frail 

weapon, but it serves to impale re- 

placers who make 

too-fancy repre- 

sentations in lo- 

calities where 

. there is a chance 

. cor Fe , for the word to get 

i \ >, around, according 

Fe) to Roger Bourland, 

& , manager for Mu- 
a tual of New York 
\“ at Greenville, S.C., 

y | P and formerly man- 

aah ager in New York 
Roger Bourland City. Mr. Bour- 
land is one of the 
life insurance men with whom The Na- 
tional Underwriter got in touch for a 
spot check of the replacement situa- 
tion around the country. Here is his in- 
formative and highly readable reply: 


We do not have an important re- 
placement situation down here, such 
as that troubling you up east. We 
aren’t as smart as your sharp shooters, 
perhaps, and we aren’t under the tax 
pressure that you are. We _ haven’t 
been forced into a continuous “what’s 
in it for me?” attitude that strikes you 
in the face the moment you hit the 
“big town,” or the population centers 
under its influence. The economic sit- 
uation up there seems to have caused 
the average executive and professional 
man to start searching for the angles, 


First Pyramid Life 
Obtains Control Of 
Ark. VA Company 


First Pyramid Life of Little Rock 
has entered the variable annuity field 
by virtue of purchasing controlling in- 
terest in Participating Annuity Life of 
Fayetteville, Ark. 

Herbert L. Thomas Jr., president of 
First Pyramid, becomes chairman of 
Participating Annuity, whose presi- 
dent, Harold A. Dulan, will be seated 
on the First Pyramid board. O. Lee 
Bodenhamer, secretary-treasurer of 
Participating Annuity, has been elected 
vice-president of investments and a 
director of the Fayetteville insurer. 
Other directors elected are Frank E. 
McGehee, Frank N. Gordon, Bill B. 
Demmer and W. Paul Brann. 

Participating Annuity, which was 
founded in 1954, was the first company 
to offer variable annuities to the gen- 
eral public in the U.S. As of April 30, 
variable annuity policyholders had 
equity of $759,704. The home office 
will remain at Fayetteville for the 
present. 

Organized in 1925, First Pyramid 
now operates in 14 states. On April 31, 
it had $151,044,172 of insurance in 
force and assets of $16,421,466. 


Massachusetts Mutual Celebrates 


110th Anniversary At Open House 

Massachusetts Mutual celebrated the 
110th anniversary of its founding with 
an open house at the home office. 
Guests were given maps of the build- 
ing so they could tour areas of in- 
terest to them, and guides were sta- 
tioned throughout the home office to 
assist in directing visitors to the var- 
ious locations. 





of any kind. Say “save taxes” to a guy 
in New York, and he jumps in bed with 
you. 

Of course, we have some big shots 
down here, and now and then we run 
into a “term and invest the difference” 
guy. But getting rich to be able to 
throw it away at Lido, Miami Beach or 
Las Vegas doesn’t appeal so strongly 
to us. Our executives and professional 
men believe in buying peace of mind 
with life insurance, and investing the 
energy or worry in having fun. 


Less Worried By Taxes 
Our “wealthy” executives is in a top 
30% to 40% tax bracket, and can’t get 
rich installing a pension plan. Taxes 
don’t worry him too much. He plays 
golf two or three times a week, goes 
(CONTINUED ON PAGE 22) 


Edmond Curcuru Named 
Director Of Education 
And Training Of LOMA 


Edmond H. Curcuru has been ap- 
pointed director of education and train- 
ing of Life Office 
Management Assn. 
Professor Curcuru, 
currently chair- 
man of the depart- 
ment of industrial 
management of 
Miami University 
(Ohio), will join 
the association this 
summer. 

At the same 
time, LOMA re- 
aligned its educa- 
tion and training 
activities. As part of the move, James 
H. Kohlerman, director of education, 
was named manager of educational 
services, and R. Werner Lederer, as- 
sociate educational director, becomes 
associate manager of educational serv- 
ices. 

Before joining Miami University, Mr. 
Curcuru was assistant personnel di- 
rector of Prudential. He has been a 
lecturer in management and assistant 
director of the executive program in 
business at Columbia University’s Ar- 
den House and has taught at the U. S. 
Military Academy, West Point. 








Edmond H. Curcuru 


New England Actuaries 
Gather At Montpelier 


Actuaries from New England life 
insurers, state departments and con- 
sulting organizations met at the new 
home office of National Life of Ver- 
mont for a joint meeting of the Ac- 
tuaries’ Clubs of Boston and Hartford. 
Session chairmen were Daton Gilbert, 
2nd vice-president and actuary of Con- 
necticut Mutual, and Chalmers L. 
Weaver, group actuary of New England 
Life. 

Guest of honor was Dennis M. War- 
ters, president of Bankers Life of Iowa 
and of Society of Actuaries, whose 
after-dinner talk dealt with the or- 
ganization and structure of the society, 
Paul Johansen, past president of the 
Danish Actuarial Society, and William 
H. Burling, secretary of the group de- 
partment .of Travelers, who gave a 
humorous commentary on actuarial 
matters. 


Companies Oppose 3 
Proposals To Alter 


Social Security 


WASHINGTON—American Life 
Convention, Health Insurance Assn. 
and Life Insurance Assn. of America 
submitted the following statement 
Wednesday on proposed social security 
benefit liberalizations now being con- 
sidered by the senate finance com- 
mittee: 

“Initially, the three associations 
urge that the financing of any of the 
benefit liberalizations contained in HR 
6027 (the House-passed version of the 
bill) should be in the form of an in- 
crease in the tax rate as proposed in 
this bill rather than through an in- 
crease in the wage base. 


No Wage-Base Change 


The financing of new benefits for 
all individuals under the system 
should not be charged entirely to those 
who have _ higher-than-average _ in- 
comes, nor should the OASDI benefits 
of this latter class of individuals be 
increased. We submit that there should 
be no change in the wage base without 
full hearings as to all of the presently 
prevailing social and economic con- 
siderations. 

“With specific reference to these 
benefit liberalizations, we wish to go 
on record in opposition to the proposal 
to permit men to retire at age 62. The 
trend throughout industry is to extend 
the working years. This is in the pub- 
lic interest and is necessary to achiev- 
ing an expanding and dynamic econ- 
omy. Therefore, encouragement to pre- 
maturely withdraw workers from the 
labor force should be avoided. 

“Testimony has been offered in sup- 
port of this provision indicating its 
purpose to be that of alleviating un- 
employment at advanced ages. We 
submit that this would be a utilization 
for which the system was never in- 
tended—as a supplement to unemploy- 
ment compensation. 


Might Stimulate Utilization 


“Although stricken from the ad- 
ministration’s bill by the House, there 
have been references during the hear- 
ings before your committee to the pro- 
posal for liberalizing the definition of 
disability to include conditions less 
than permanent in duration. Such a 
liberalization could stimulate overutil- 
ization and resistance to rehabilitation. 
Even with careful selection of risks, 
our experience indicates that in peri- 
ods of economic recession there would 
be a sharp increase in the claim rate 
to the extent that the tax increase 
proposed would prove inadequate. 

“Recognition of temporary disability 
would place the OASDI system in 
direct competition with private insur- 
ance where a major portion of income 
protection coverages attaches with the 
onset of the disability and extends 
beyond six months. If this amendment 
is approved, it would discourage fur- 
ther expansion of private insurance in 
this area.” 


Group Seminar Is Held 

Nearly 80 Pacific Mutual Life group 
representatives and home office execu- 
tives met at Ojai, Cal., for the com- 
pany’s 12th annual group seminar. 
Production awards went to five field 
offices for their sales achievements in 
1960. Accepting honors for their staffs 
were these managers: R. Dean Cleve- 
land, Cleveland; Robert C. Thomas, 
Houston; Eugene M. Lyons, Los An- 
geles; James B. Dame, Phoenix; and 
Earl G. Unze, San Francisco. 


Jane 3, je 4 I! 


Hold MDRT Meetin 
In Europe? Members 
Queried On Views 


The possibility of holding a Mj, 
Dollar Round Table annual Meeting iy 
Europe is fore- 
shadowed in one 
of the questions in 
a survey that 
members are now 
in the process of 
answering. 

Thequestion 
asks: “If a suitable 
location is found 
would you favor 
a meeting in 
Europe?” 

Members are al- 
so asked whether Alfred $. How 
they would favor holding a Meeting ip 
Mexico City. Another question asks 
whether members would favor a meg. 
ing on the campus of a large university 
keeping in mind that food, room ayj 
refreshment services would be limita, 

Most of the survey questions ay 
aimed at bringing out in detail th 
many aspects of MDRT member 
methods of operating. Such surve 
were also made in 1948 and 1953, Both 
were useful to the members and wer 
valuable from a public relations stanj. 
point. The present questionnaire wx 
developed by the MDRT public reb. 
tions committee, headed by Alfred § 
Howes, Connecticut Mutual, New Yor 
City. Respondents were asked not tp 
sign their names or reveal their iden. 
tities. Here are the areas covered by 
some of the questions: 


Areas Covered By Questions 


MDRT membership basis, as te 
tween qualifying-and-life, life only, « 
qualifying only; present age, age m 
entering the business, age when first 
qualifying for MDRT; number of years 
in business activity before selling life 
insurance, extent of formal education, 
taking or completed LUTC, CLU, com- 
pany training courses; whether re- 
ceived National Quality Award in 
1960; company affiliation, if any; whe- 
ther an agent, general agent or man- 
ager; highest positions attained in 
local, state and national life under- 
writer or CLU groups and in loa 
charitable, religious, civic, political and 
service or fraternal groups. 

Total 1960 life insurance volume, 
first year premiums, lives and/or 
cases, all on the MDRT basis of com- 
puting; average face value of life 
policies sold, average premium pe 
$1,000, percentages of 1960 volume 
divided among family-and-business, 
group, pension-and-profit-sharing; 
does respondent sell A&S? Property 
and casualty? 

Approximate gross cash income 
from life insurance during first yea 
in business; gross cash income in 19) 
from selling life insurance and él- 
ploye benefit coverages; from Aas 
other than group, from property ani 
casualty; from all other sources. 

Percentage of life insurance volume 
placed with principal company, if any; 
method of life insurance selling com 
pensation; form of business (individ- 
ual, partnership, corporation, ett); 
persistency rating on last three yeals 
life sales (NQA basis); face amount of 
insurance on own life; its appro: 
cash value; gross value of vested col 
missions; gross value of outside bus 
ness interests (including securil 
and real estate but excluding home); 

(CONTINUED ON PAGE 23) 
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GeorcE L. SANDERS 


In his first full year 

with Franklin, George 
Sanders earned $8,539.20. 
Here is the record of his 
earnings since then, as 
reported to the Internal 
Revenue Department. 


1957........ $ 8,539.20 


1958... eee 13,724.86 
1959... ee ewe 19,551.86 
1960........ 21,022.91 
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LIFE INSURANCE EDITION 


Tampa, Florida 
May 26, 1961 


Mr. Francis J. O’Brien, Vice President 
Director of Sales Promotion 

Franklin Life Insurance Company 
Springfield, Illinois 


Dear O’B: 


It was indeed a red-letter day for me when I signed my 
Franklin contract, and I have enjoyed the additional 
benefits I have received by making such an abrupt change 
in my life. 

As you know, I was very active in my general insurance 
agency, which produced annually over $225,000 in fire and 
casualty premiums. My net take-home income was nil 
compared to the detail work and headaches involved. 
Beside this, there was always a large accounts receivable 
balance that had to be reckoned with day in and day out, 
plus misunderstandings of policy coverage and termin- 
ology. With the cut rate and direct-writing companies 
entering the field, I felt it was time to make a change. 

Since being with Franklin I have much more time for 
my family and my hobbies, with a greatly reduced office 
personnel, no accounts receivable, no misunderstandings, 
very little detail work, and a handsome increase in my net 
take-home income. 

Within the last three years I have accomplished many 
feats I thought were impossible, such as becoming a 
member of the Sixty Club, the Key Club, the Million 
Dollar Conference, and being on the President’s Club 
more than ten times in the last three years. This was only 
made possible by the dynamic Franklin leadership and the 
Franklin Specials. 


Sincerely yours, 


George L. Sanders 
Regional Sales Director 


An agent cannot long travel at a faster gait than the company he represents 
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CHAS. E. BECKER, PRESIDENT SPRINGFIELD, ILLINOIS 





DISTINGUISHED SERVICE SINCE 1884 


The largest legal reserve stock life insurance company in the U.S. devoted 
exclusively to the underwriting of Ordinary and Annuity plans. 


Over Four Billion Dollars of Insurance in Force 









Insurance Stock 
Bid Prices Given 
As Of May 31 







insurance stocks are furnished 
Trade building, Chicago, the firm 
specializes in insurance stocks. 
shown are the comparable price 


Adjustments have been made in 


the prices that the investor is abl 
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Continental Assur. ........ 180242) 244) United on esesenee sche ~ 3 43% 55% often an advance symptom of an “in 
Continental Casualty ... 87% 106 116 coe Life “ il _ 7. vest-the-difference’”’ replacement. The 
Continental Ins. .............. 5612 59% 595% S.P.&G. os ie Ya ly : : S 
Corroon & Reynolds ..... 15 17% 17% U.S. Fire ove sad 30% 34 32% agent who maintains a strong client 
Criterion .......... a 33 U. 8. Life ‘a 3 “2 es relationship can successfully re-sell 
Cc n Life . 112% 140 200 niversal _............... lg : F 
coomn Site ia 10 90 «Var. Annuity ‘Lite 7 834 13% 13% the policyholder on the irreplaceable 
Eagle Fire .......... 2% 3% 5% Victory lite ee cates “ * 107 1s guarantees of cash value life insur- 
Employers Reins. 61% 67 62 ol. e e. ee a 
Employers Group . 39% 41 49% Wash. National ... 45 58% 64 ance, the company believes. : 
Farmers Und. Assn 42 52 57 West Coast Lite ; 31 =. o.. 3. Agencies will be helped to main- 
Federal 57% 70% 70 estchester Fire 2 ls is ‘ e 
F.&D. 4334 54 ‘ 622 Western Cas. ........ a. 38% 4642 57 tain more frequent and more organ 
Fireman's 53% 58 67. Wis. Nat. Life ............0000 28% 31 38 ized service for “orphan” or transferred 
Franklin Life 76% 100% 122 a olicyholders to prevent terminations 
General Am. Co 157 171 184 p y Pp . 

that result from lack of service follow- 


Glens Falls ..... 39%, 40% 43% through. 
Government Empl. 89 113 115 i x i ‘ 
Govt. Empl. Life a 64% 83 121 LS er in 4. A policy loan replacement plan 
Great American ~  % wy oe eee ew oe : will be introduced to new policy loan 
aoe we A and Life, th "9 100 1409 annual staff conference at Monticello, borrowers when their loan checks are 
rea outnern _ _ pernes ° ° ° 
Great-West Life ............ 895, 590535 N.Y. en - the see ep toa mailed. Through this plan the policy- 
Gulf 34¥, 7 i i “ 
~ . 37,, Presentation of plans keyed in to the bolder can systematically restore pol- 


451, company’s observance of its 50th anni- icy values and at the same time enjoy 
1 i - ° : 

6% versary this year. Forty employes at- the effect of saving money on interest 

56%, tended the meeting which was pre- charges. 


91 ceded by a tour of operations of the 5 An on : ; : 

: : R anized campaign will be 
“OMe department’s New York City office. carried on S acquaint nell policy 
= —_— loan borrowers with the new loan re- 
602 Prudence Life of Chicago has been payment plan. 


= licensed in New Mexico. 6. Now being worked on is a mes- 
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sage to policyholders pointing oyt 


dangers of dropping an establigile¥ 
policy to buy new insurance, N 
7. Also to be made available jy A 


leaflet giving policyholders some } 
facts on disadvantages of Policy nfl 
placement. This leaflet can be High © 
effectively in personal anc maj] 
tacts with policyholders who are 
influenced by a twister. nholdi 
aa nds an 
Program Set For LIAM 


Research Planning Meafpaventi 


The program has been completeg ,,pprask@ It 
LIAMA’s annual research pl; 



































































































conference on company and institytig'| Mt 32 
al research, June 15-16, at the Statle, pus &f0 
Hilton Hotel, Hartford. aly sucl 

The first morning’s program yp the 
consist of a presentation by Raymmmie 4% 


D. Hedberg, assistant director of y. since 
dinary agencies research of Pryde, qos PO 
tial, and Phil Welsh, LIAMA reseaaffo stock 
assistant program director, on «qppayees 2! 
Instructional Training Methods sins Al 
Life Insurance Agents.” Basic sogij he entire 

so, it 1 
info1 
trati 







































of social research of Equitable Socish ml come 

Thursday afternoon will be deyojspenehcla! 
to research questions and answers jfftechnical 
agent financing. Participants wil] jp, 
clude Raymond J. Dry, LIAMA » Mr. Hai 
search planning director; T, Bens Surr 
Leavitt, manager of special reseamf-: 
of Aetna Life; Constance M. Twichs#™ $ wit 
LIAMA associate director of reseam{™ oem 
and S. Rains Wallace, LIAMA’s dif 
tor of research. ? ally expe 

Loran E. Powell, managing direct The ? 
of Life Underwriting Training Commi ne 
will discuss “Putting Consumer Re," be 
search to Work” at the dinner thy vec 
evening. 

Alfred G. Whitney, LIAMA associ 
director of research, will speak orm 
“The Persistency Rater—Its Develop. pea sto 


ment and Potential for Company Rt » 
search” Friday morning. “Learning ty comme 
Hard Way—Problems and Frustration, ; a 
in Research Design” will be cover. th 
by Charles N. Brennecke, director thee rq $3 
management selection and traininghi..cs stocl 
procedures of John Hancock; Donal vie “a 
A. Peterson, LIAMA research progran fled to a. 


director; Darrell E. Roach, director ¢ 
research services of Nationwide Lit 
and Norman L. Vincent, supervis. 
agency research, State Farm Life. 

“Uses of Operations Research i 
Marketing Operations of Life Insu- 
ance Companies” will be discussed 
Friday afternoon by Richard E. Heit 
man of Arthur D. Little Inc. “Evaluit- 
ing Agency Cost Performance” will 
the subject of a presentation by Sho 
lem Bergreen, LIAMA research pn 
gram director. 
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JR. LIFE ACTUARY 
$8,000 


One of fine New England companies seek- 
ing young man to enter management role. 
Passed 4B Exam. 


Refer to Job #N-581 


LIFE AGENCY DIRECTOR H. O. LIFE UNDERWRITER 
$20,000 $6,000 


Eastern company prefers top caliber man Small Pennsylvania company needs young 
with actual Combination experience to man with about two years experience to 
head Ordinary. assume responsible duties. 

Refer to Job ##N-583 Refer to Job #N-584 


lax itself. 









mable to 
ASST. LIFE AGENCY DIRECTOR i 
$15,000 to elimina 

low some s 


Large and aggressive eastern compat Along vy 
wants man with sales background @Bhealth care 
ability to recruit and supervise GAs. surance ¢ 


Refer to Job ##N-585 ™ akensta 












LIFE ACTUARY TRAINEE 
$5,200 


4 College grad with major in Math with or 
without actual insurance experience. Large 
fi multiple line eastern company. 


# Refer to Job #N-582 








Please send for our brochure, How We Operate. 
No obligation to register. 


Insurance Personnel Exclusively 
330 S. Wells St. HArrison 7-9040 Chicago 6, Ill. 





LIFE BRANCH MANAGE | 








Man with solid background of managena| | Ser ate. bu 
; ; railed to pz 
giant midwestern company. Great Opie yt is, he 
tunity here. ety that bi 


Refer to Job #N-586 tached 
# will be | 
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ning out wtgakenstad Warns 
rance, 7 7 
avizbe New Withholding 
ot cone ifax At Neb. Institute 
can be ” on the list of sticky problems 
and mai] the stock companies today is the 
who are veanedY administration-proposed 


wholding tax on corporation divi- 

ngs and on interest, Otto Haaken- 

r LIE 4, president Western States Life of 

fi ME go and president American Life 

ing Me Ajavention, said while addressing Ne- 

completed f,fps#? Insurance Institute at its Oma- 
UB, meeting. 

. Haakenstad warned that a ser- 
ys effort will be made to pass not 
mly such a tax, but also to do away 
ith the $90 dividend exclusion and 
oy a will..4% tax credit on dividends. 
irector Pi since both of these proposals obvi- 
h of Pry Mf iy pose some very real difficulties 
AMA rn , stock insurance companies, both as 
bol on a ‘avees and payors of interest and divi- 
Meth oll ends, ALC has undertaken a study of 

,. entire problem, the speaker noted. 

9, it is attempting to develop fac- 

4] information as to the scope, ad- 

ay jinstrative difficulties and effect such 
*“Evislation Would have—not only upon 
ye companies themselves, but upon 


1d answers jftechnically Expert Advocates 

rants will it! 4, Haakenstad said the presence of 
, LIAMA wh surrey and Mr. Caplin in the 
r; T. Bengal. casury and Internal Revenue Service 
— Seattil ats witness to the fact that the pres- 
C ot Aaa at administration will have as a 


‘iEnokesman for such legislation techni- 
S dine fay expert advocates. 

s : The speaker said he had personally 
aging directx mde a study about a year ago as to 
ining Councif.y a withholding tax on dividends 
Onsumer He would effect his own company as a 
> dinner thifwor of dividends on its capital 

ok. This stock is widely held and in 
small amounts. Out of the total num- 
br of stockholders at that time, more 
han 6,000 had holdings of $100 par val- 
e or less. 

Assuming a withholding tax of 20%, 
his would have resulted in a tax rang- 
ing all the way from 63 cents and even 
less, to $3. Moreover, he said, most of 
these stockholders would probably owe 
no tax and would, therefore, be enti- 
fled to a refund. Clearly it would not 
be economically feasible for the govern- 
ment to handle collection and refunds 
of taxes in these amounts—and from 
.qthe company’s viewpoint, it would re- 
— "ult in an unreasonable and costly bur- 

ife Insu- den, 


be ie Mr. Haakenstad said his own com- 
ne. “Evalt pany’s position was not unique. He 
ance” wil said there must be literally hundreds 
ti by Sho of thousands, and perhaps even mil- 
a : fs, of stockholders with nominal 
esearch Pfholdings comparable to the ones he de- 
tibed and where the cost of handling 
Withholding taxes would exceed the 
lax itself. If, however, the industry is 
unable to defeat the proposal, the 
Speaker said he hopes sensible and 
ea stic exemptions will be provided 
0 eliminate dividends and interest be- 
low some suitable specified amount. 
Along with such other problems as 
health care for the aged and the life in- 
surance company tax of 1959, Mr. 
Haakenstad also discussed the efforts 
reopen the sale of National Service 
Life Insurance. 
Efforts in this regard have been per- 
sistent and intense over the last five 
‘ars, he said. Repeated attempts to 
jttach amendments for this purpose 
f managentl i ve been routinely successful in the 
Bsenate. but have j s 

ble office MMrn sc lave just as consistently 
Great a ed to pass in the House. 

re | Itis, he noted, an admitted probabil- 
PY that bills to reopen NSLI will be 

ached to additional legislation, and 

be necessary for the life insur- 
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ance business to continue to point out 
to members of Congress both the his- 
tory and the facts that make this pro- 
posal a most controversial one. 


Neb. Life Men Elect. 
Hold Sales Congress 


More than 450 members of Nebraska 
Assn. of Life Underwriters attended 
the annual sales 
congress at Lin- 
coln. All 13 of the 
local associations 
were well repre- 
sented. 

Richard A. 
Peters, Equitable 
Society, Omaha, 
was named presi- 
dent; Darold A. 
Conner, Midwest 
Life, Lexington, 
: lst vice-president; 
Richard Peters and Joseph: L. 
Neal, New York Life, Lincoln, 2nd 
vice-president. The new president ap- 
pointed Milton C. Ebers, Guarantee 
Mutual Life, Fremont, secretary-trea- 
surer. 


Clarence Tookey 
Retires After 40 
Years Of Service 


Clarence H. Tookey, senior-vice- 
president of Occidental Life of Califor- 
nia, has retired— 
capping an insur- 
ance career of 
more than 40 
years, nearly all of 
which has been 
with Occidental. 

Educated in 
northwestern Can- 
ada, Mr. Tookey 
has become widely 
recognized as one 
of the industry’s 
foremost actuarial 
authorities. 

Although his career has been an 
active one, his retirement promises to 
be only slightly less active. He has an- 
nounced the opening of a consulting 
office in Pasadena, where the industry 
will continue to find his advice and 
counsel available through management 


Clarence H. Tookey 


consultation on sales programs. 

Mr. Tookey was born in Sundridge, 
Ontario, in 1896. He attended Edmon- 
ton public schools, served in England 
and France with the Canadian army 
in World War I, and graduated from 
the University of Alberta in Edmon- 
ton. Following his graduation in 1920, 
he moved to California and in 1921 
joined the actuarial department of Oc- 
cidental at Los Angeles. 

Named Director In 1952 

In 1923 Mr. Tookey was named Oc- 
cidental’s assistant actuary and in 
1936 became associate actuary. He was 
elected actuary in 1942, actuarial vice- 
president in 1946, a director in 1952, 
and senior vice-president in 1960. He 
is a director of American Life, a sub- 
sidiary of American Surety which, 
like Occidental, is a member of the 
Transamerica group. 

A fellow of the Society of Actuaries, 
Mr. Tookey has served the society two 
years as vice-president. He has au- 
thored numerous published articles on 
the philosophy and application of the 
actuarial sciences. He is a past presi- 
dent of Actuarial Club of the Pacific 
States. 





tions and policy proceeds left 


That is why the Jefferson 


Represents The 





Because of its outstanding investment record, 
Jefferson Standard — now guaranteeing 214% 
on policies currently issued — has never paid 
less than 4% interest on dividend accumula- 


the Company to provide income. This 4% rate 


is the highest paid by any major life insurance 
company in the United States. 


Jefferson Standard 


It 
Pays 


Be 


on deposit with 


Standard agent 


Jefferson 


LIFE INSURANCE COMPANY 


has become known in communities from coast to 
coast as “Mr. 4% — The Man Who Pays More.” 

In one short decade Jefferson Standard has 
more than doubled 
in force, which now exceeds $2,025,000,000. 
Jefferson Standard is 
BOUND”, with agents who face the future 
with confidence. They know that IT PAYS 
TO BE A “MR. 4%.” 


\tandard 


its volume of insurance 


‘“*THREE-BILLION 


Home Office: Greensboro, N.C. 


“A JEFFERSON STANDARD POLICY IS A DECLARATION OF INDEPENDENCE FOR THE ENTIRE FAMILY’ 
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Asks Health Insurers 
For More Publicity 
On Their Good Work 


Health insurance companies should 
tell the public what they have done in 
providing protection against the costs 
of health care, Robert R. Neal, general 
manager Health Insurance  Assn., 
stated before the annual meeting of 
American Mutual Insurance Alliance 
at Chicago. 

It is particularly important that the 
new and improved programs be ad- 


HeNATIONAL UNDERWRITER 


vertised now, he said, when proponents 
of government-run health care plans 
would like to make it appear that in- 
surers are standing still. 


Endorse Kerr-Mills Act 


Health insurers are providing cov- 
erage of high type and broad applica- 
tion to people in all age groups, Mr. 
Neal said. They are writing and active- 
ly selling plans especially created to 
cover older citizens. They endorse the 
carrying out of the Kerr-Mills act so 
as to assure protection of that segment 
of the elderly who cannot purchase vol- 


In Mortgage Insurance, too... 


‘CTUr-laelF-lamatets 
the Plus 


That Makes 
The 


Disability 
Protection! 


lhe Home Guardian 
ays a face amount 
least equal to the 
pmaining balance on 
6% mortgage in 
yent of death, 


at age 35, annual 
emium for the 20 


monthly income to 
r the regular 
age payments 
fter six months of 
tal disability. 


iT 





For complete information, call your Guardian Manager or write: 


The GUARDIAN Life Insurance Company 


0} Dai 8 3 39 O7-\ 


A Mutual Company ¢ 


\ 


Established 1860 


Park Avenue South at 17th Street, New York 3, N. Y 


OVER $2 BILLION DOLLARS OF LIFE INSURANCE IN FORCE! 





untary coverage. They drew up and 
proposed legislative passage of the ma- 
jor medical plan in Connecticut. But 
do they tell the public enough about 
what they are doing? 

Insurance companies have made 
steady progress toward fulfilling their 
responsibility of covering older citi- 
zens. More than 100 insurers are now 
marketing plans to insure the elderly. 
Most of the companies are voluntarily 
restricting their right not to renew 
older type contracts because of de- 
terioration of health. Today about 50% 
of Americans over 65 have some volun- 
tary health care expense protection. 
The percentage is certain to rise, in- 
asmuch as coverage of those who are 
65 and over is increasing more rapidly 
than coverage on the population as a 
whole. 


Quality Is Better 


Mr. Neal said that as health in- 
surance has been expanded to cover 
well over 70% of U.S. citizens by vol- 
untary methods, the kind of protection 
or the quality of it has become better, 
and more insurers are willing to sell 
it. There is a better understanding of 
the basic economics of health insurance. 
For example, people are learning that 
recurring, minor health care costs can 
be allowed for in the family budget, 
while the insurance premium dollar is 
invested in coverage against disastrous 
losses resulting from severe injury or 
prolonged illness. 

Such factors as changes in the na- 
tional economic situation have made it 
essential that quality revisions be ef- 
fected, the speaker observed. He com- 
mented that a hospital expense policy 
sold in 1941 was a useful aid to finan- 
cial protection at that time, but that 
compared with today’s costs its benefits 
would be below the level of adequacy. 

Turning to the question of current 
Congressional legislation designed to 
aid the aged in meeting health care 
costs, Mr. Neal said the health insur- 
ance business disagrees with the meth- 
od by which the present administra- 
tion would finance health care protec- 
tion for the aged. There is between the 
business and those who would expand 
government participation in health 
care aid no dispute as to the end de- 
sired. Both groups want the aged to 
be protected against the costs of ill- 
nesses and accidents, but the insurers 
want health care to be provided by 
traditional means. The insurers are 
convinced that a better, more satis- 
factory job can be done more economi- 
cally for the present and future citizens 
through private, voluntary, competitive 
means, with federal, state and local 
government responsibility limited to 
those who cannot provide for them- 
selves. 

Private health insurance has the ca- 
pacity to serve the aged so efficiently 
that there can be no convincing argu- 
ments for putting the job in govern- 
ment hands, Mr. Neal stated. The 
companies want to do the job, they 
have the capacity to do it, they are 


‘committed to do it, and given the op- 


portunity they will do it—just as they 
have in so short a time provided cov- 
erage for more than 120 million people 
under age 65. But it is of critical im- 
portance that the American public be 
told what is being accomplished. 


$30 Million April For Bankers Of Ia. 

New business of Bankers Life of 
Iowa in April reached $30,713,358. Of 
this, $21,361,239 was ordinary and $9,- 
352,119 group. For the first four 
months of 1961, new business amount- 
ed to $121,551,090 with ordinary reach- 
ing $85,465,657 and group $36,085,433. 
Insurance in force now stands at $3,- 
784,492,097. 


Jine3)y 


Ohio National Hclds 
Open House In It: 


New Home Office 

CINCINNATI—President Wy 
Dodson presided over a se“ies of 
houses which formally opened the 
home office of Ohio Natior.al Life 
last week. There were laige 
of employes and their families, ingy. 
ance officials and executives, civie gf, 
cials and leaders and communiy 
neighbors. 

Of particular interest locally Was thy 
choice of a five acre site barely 
blocks away from the old jocation, j 
10 minutes from downtown Cinejnp,: 
The five-story building is designed j 
100% expansion in four future 
increasing the parking area in Prope. 
tion by decks under the new buildiy 
wings. 

Following an escorted tour, M 
Dodson, Chairman John H. Evans ay 
the official staff were hosts at a lune). 
eon for Commissioner Stowell and jj 
deputies, and board chairmen and Dre. 
idents of Cincinnati domiciled ingy. 
ance companies. Samuel J. Osbom, 
director of sales promotion, was ; 
charge of arrangements. 















Know Equity Competition; 
Don’t Pooh-Pooh It, GAMC 
Of Indianapolis Advised 


“Don’t teach your men to be ‘agains’ 
other forms of investment per g’ 
Earl Schwemm, manager Great-We 
Life, Chicago, urged members of Gen. 
eral Agents & Managers Assn. of Inj. 
anapolis at their May meeting. “Teach 
them to be against other forms of ip. 
vestment only when they are bei 
wrongly proposed or used. The natur 
of a man’s liabilities should determi: 
the nature of his investments.” 

Too many managers and, hene 
agents do not have a real knowledg 
of financial affairs, Mr. Schwemn 
charged. The result is that when tk 
prospect talks equities, the agent pooh- 
pooh’s equities instead of meeting th 
competition head-on with the unique 
features of life insurance. 

“We should not criticize the prin. 
ple of capital accumulation; but we 
should also remind people that wha 
you have a chance of appreciation, 
you also have a chance of depretiz 
tion,” he pointed out. 

Life insurance can’t be classified 
with other forms of investment, le 
said. Other investments are dollars 
plus interest. Life insurance is dolls 
plus interest plus immediate estate 
creation. 

A manager, Mr. Schwemm declared, 
must know about financial matter} 
just as he must know about estat 
planning, business insurance, ete. “Fat 
financial competition aggressively ai 
sell the advantages of life insuranc’ 
he urged. : 

The next meeting of the associatin 
will be the annual outing at Ua 
Country Club, Lebanon, June 28. 0 
ficers will be elected at that tim 


N.A. Life Of Toronto 


Raises Interest Rates 


North American Life of Toronto lis 
increased its dividend scale, effect 
on policy anniversaries after June 0. 
The interest rate on dividends I 
with the company has been F 
3.6%, and this will be applied to pot 
anniversaries after June 30. An interes 
rate of 3.6% accruing from July 1% 
been authorized in determining inte 
est payments on policy pr Ich 
on supplementary contracts. 
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thinking 
about 
your future? 


; Back of 
Your Independence 
Stands 

The PENN MUTUAL 





When they are ready to “‘go places,” many young men 
think of a future with The Penn Mutual. Penn Mutual opportunities go to Penn Mutual men, and the Company follows 
the principle that the success of its underwriters is the success of The Penn Mutual. Specialized training and educational 
programs increase their effectiveness in all phases of life insurance selling, and they can choose a career in the field 


which interests them most. 


FOUNDED IN 1847 


THE PENN MUTUAL LIFE INSURANCE COMPANY  inocrenoence sauare, rriace.enia 
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Growing Concern Shown Over 
Conflict-Of-Interest Situations 


Results of a questionnaire sent to 
125 life companies asking what prac- 
tices, if any, they have for dealing 
with  conflict-of-interest situations 
were presented at the spring meeting 
of Assn. of Life Insurance Counsel at 
White Sulphur Springs in a paper by 
A. Parker Wraith, counsel of Occiden- 
tal of California. Mr. Wraith could not 


be present and his paper was read by 
Frederick W. Read Jr., counsel of Home 
Life of New York and secretary-trea- 
surer of the association. 

The survey was prompted by the 
current interest in the subject of con- 
flict of interest and the importance of 
disclosing any potential conflict that 
may exist. A number of corporations 


The Northwestern Mutual 
point of view in advertising: 


recently have taken steps to assure 
compliance by their personnel with 
company policy by first formalizing 
that policy and making it a matter of 
written corporate record. The policy 
is then distributed to officers, includ- 
ing employes, who may have any in- 
fluence on the company’s business in 
sensitive areas. If a conflict is dis- 
closed, it can be eliminated or the of- 
ficer can be disqualified from partici- 
pation in the type of transaction in- 
volved. 

The life company questionnaire was 
to determine if, and to what extent 


let an authority speak for you 


The personal opinion of a prominent man has inherent interest for the millions of TIME 
and NEWSWEEK readers. 

In the advertisement shown below, Northwestern Mutual puts this interest to work in 
the person of Mr. Carl A. Bimson, President of the American Bankers Association, who 


talks about the agent-policyholder relationship. 
This message is one of a continuing series that began in 1948, 


‘Tcan tell yo 
eames" 


On 
Association 
sident, American Phoenix 
president, Valley National Bank, 
shortchange them- 
oo MANY —— to utilizing 
ir life insurance agent. : 
their life wink of his insurance service 
only in terms of a ‘what-kind-and-he 





un what this banker 
of life insurance men: 


Pe : 
asTenn POLICYOWNER- Mr. Bimson became 
-- MUTUAL PORN pe owns a total of six Norn 


policyowner with 
western Mutual policies. 


There is a difference: 


The 

Northwestern 
Mutual agent: 
a philosophy 


of service 


ife i companies are 

o Two life insurance 
alike. Nor are any — Yet, 
correlation between 


agents and their 
At Northwestern 


Tos cae coat 
agent, forming 2 Vr ever, providing this 1 
task. It takes time and 
and calls for almost 


iting seminars, etc. 


ul 
The results speak for themselves 


assets. A case in point 


tion of a client's ass f 
may be the , 

to make ie 
poet needed 


ience indicat 


es that the 


reflects the quality 
ts. If you 


eae S$ Co. 
7 NORTHWESTERN, MUTUA LIFE /esurance Company 


BECAUSE THERE 1s 


a DIFFERENCE” 
susseeeses 





J-ne 3, [ ve 3, l 
the companies had reduced to wry 100d: 
their corporate policies With reg 

to conflicting interests and, if in wa MPOr C. | 
ing, to whom the policy had been 

tributed, and also, what classes of Anno 
sonnel, if any, had been required ,™ The SC 
furnish information designed to ay} Ins 
possible conflicts and whether such 
formation had been obtained 9; 

in writing. Of the 125 companies aj. Bat 
dressed, 103 replied. 

Eighty-one companies indicated thy go 
their coporate policies had not if 
reduced to writing and that they hag oe0ae 
not required any classes of their 
sonnel to furnish information, 
negative answers in many cases 
tained information indicating a 
awareness of the subject and of the 
principles involved and in some 
were accompanied with a deserj 
of informal working rules coy 
important areas of the problem, 

One correspondent remarked 
the general theme is typical of th 
other remarks, “The company expects 
and relies that personnel in positions 
of authority will not violate statut 
cited below and that being persons 
honor they will not engage in any | sending 
activity adverse or prejudicial to the i 
interests of the company. In additin | M Lic 
the interchange of information },.)silute at 
tween such persons is such that each July 30-A 
is generally acquainted with the pep. pret ane 
sonal affairs of outside business aetiy). fmet¢?” 
ties of the others, with the result tht president < 
each would be dissuaded from engag. a 
ing in improper acts.” 


Were Informally Advised 


Another example of this theme cit. «ag 
ed by Mr. Wraith was the remark, 
“Although our company has never}. 
taken formal action in respect to the} 13-1 9 
establishment of a policy pertaining tp Sc earrist 
conflict of interest, our directors and of 
officers have been informally advised ws a dire 
of the impropriety of transactions with Ass 
the company which are not wholly a} pooh fel 
arm’s length. Further, our directors rom, boar 
and officers are fully aware of statu-1. t at 
tory limitations upon specific transac. the scholar 
tions with the company. In so far as 
we know, there are no situations even 
remotely approaching the conflict-of- Quentin 
interest prohibition.” Presid 

Company size was found to have er 
some bearing on a company’s reaction} District « 
to the need for formalization of pol- jes has el 
icy. As one respondent put it, “Ow|Mutual 
company is a very small and youth-| York, pre 
ful company and it has not yet ap-}Mr. Aane 
peared necessary for us to develop any so a pas 
formal practices along the lines referred | dent of Di: 
to in your questionnaire. A typical |Columbia 
reason for this opinion was expressed |Agents 
by a respondent who said, “Although } agers As 
we may not know everything our peo-} Other o 
ple do at once, we generally have ajelected 
fairly good idea within a short time” | Frank Rid 
Another respondent expressing this} tual Benet 
type of view said that perhaps the} st vice-p: 
company’s recent growth, and growl Jad Paul 
in the future, should cause it to take}sa, Sun 
a closer look. Canada, 2: 
Asked Officers To Indicate Conflies Rm 

One company, although lacking 1} Mster H. 
formal policy statement, has asked al /¥#l, and I 
officers to indicate any conflicting it jiife. 
terests they feel they might have 
Another company, also lacking a fdt- 
mal policy statement, has put tht 
same question not only to all offices 
but to key employes. Seven compatlé 

(CONTINUED ON PAGE 18) 
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C to writeaigods Fellowships Chicago A&H Assn. 









if ¢ CLU Institutes Elects C. K. Coleman 
asses al fgnounced For 1961 At Season’s Finale 





scholarship committee of the Chicago A&H Assn. closed out its 




















requi 
€ d to ae “jj Institute Board recently an- regular season with a real working 
ther such nced the names of the three Robert meeting—elections were held, letters 
ed orally gy, Woods institute fellowship recipi- were read, statistics of the govern- 
mpanies gj,Bais for 1961. They are Fritz A. Lich- ment’s foray into the A&S_ business 
aperg, Massachusetts Mutual, Co- were heard, and last, but hardly least, 
dicated tsfumbus, O-» Sumner Rodman, Aetna plans for a Chinese barn dance were 
ad not belie Boston, and Ralph W. Tipping, announced. 
at they hyggeanaser Provident Mutual, Los An- Moving into the office of president, 
of their pep igies. The fellowships were established held this past year by Stanley Green- 
ation. Tha,§iy Massachusetts Mutual in honor of spun, Massachusetts Casualty, was 






i, Woods’ service as 1959-60 presi- 
vat of American Society of CLU. Mr. 
foods is general agent for Massachu- 
#e Mutual in Los Angeles. 
Candidates were selected on the 
ysis of outstanding chapter leader- 
dip, regardless of company affiliation. 
jst February a letter went out to 
gh chapter president asking him to 
it the name of one candidate from 
fat chapter who qualified for the 
ward. Forty-one nominations were 
yeived by the March 6 deadline. 


Charles K. Coleman, Combined of 
Chicago. Three vice-presidents were 
chosen: Vernon Gerhardt, Modern Life 
& Accident; Norman K. DeYoung, De- 
Young & Associates, and James P. 
Lockerbie, Hartford Accident. Warren 
R. Whitted, Mutual Benefit H.&A., 
was named secretary-treasurer. 

Eugene R. Crain, American Casual- 
ty, read a letter he had received from 
Standard Oil of Indiana with regards 
to that company’s practice, which has 
been hit hard by the association and 
other groups within the insurance in- 
dustry, of soliciting travel accident in- 
surance through its credit cards. 

Mr. Crain said members would be 
happy to learn that the company states 
it is no longer soliciting insurance. It 
will temporarily renew those policies 
already written, but plans eventually 
to get out of the insurance altogether. 
This announcement was the occasion 
of loud cheers and a comment from 
President Greenspun regarding the ef- 
ficacy of agents writing letters express- 
ing their feelings. 

Edward H. O’Connor, general man- 
ager Insurance Economics Society of 
America was the luncheon’s principal 





y Cases Con. 
ting a 
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- description 
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lem, 

narked ang 
ical of the 
ANY experts 
in positions 
late Statutes 
3 Persons of 
age in anyf suending Different Institutes 


pa Mr. Lichtenberg will attend the in- 


: iute at the University of Wisconsin 
ha b. fay 30-AUE. 5. He was formerly a di- 
ith the wor and regional vice-president of 
iness sctit merican Society of CLU and has been 
, result that mesident of the Columbus chapter. 
rom Mr. Rodman, who attended the CLU 

engae- stitute at University of Georgia April 
-22, is a past president of the Bos- 
jn CLU chapter. He is a qualifying 
md life member of Million Dollar 
Round Table. 
Mr. Tipping will attend the CLU 
istitute at University of Colorado 
Aug. 18-19. He is a past president of 





































ertaining tp ie Harrisburg CLU chapter, was sec- speaker and he had some encouraging 
rectors and} wary of the Los Angeles chapter and words for those opposing Forand-type 
e a wsa director of Los Angeles Man- |egislation. 

ions wi 


yers Assn. 

Bach fellowship, worth $260, covers 
om, board and tuition fees for its re- 
tpient at the institute designated by 
the scholarship committee. 


Quentin Aanenson Elected 
President of D.C. Agents 


District of Columbia Life Underwri- 
tes has elected Quentin C. Aanenson, 
Mutual of New 
York, president. 
ot yet ap-jMr, Aanenson is 
levelop any | aso a past presi- 
nes referred | dent of District of 
A. typical |Columbia General 
s expressed |Agents & Man- 
“Although j agers Assn. 
ng our peo-} Other officers 
lly have ajelected were 
hort time.” | Frank Ridge, Mu- 
essing this} tual Benefit Life, 
erhaps the} lst vice-president, 
and growth }ad Paul E. Gib- 
it to takefom, Sun Life of 
ada, 2nd vice-president. 
Directors elected were William M. 


Mr. O’Connor said that while Con- 
gress will probably take up the subject 
in the latter part of June, nothing will 
be done this year. Next year, an elec- 
tion year, will see some real action. 

Nevertheless, Mr. O’Connor said, by 
the time the insurance industry will 
have some forceful statistics to pre- 
sent. There are now 16 million people 
65 years of age and over. Eight million 
of these are now covered by private 
insurance; next year even more will 
be so covered. Some 2.5 million more 
are already on the public payrolls. 
Another 1.2 million will be taken care 
of by the Kerr-Mills bill—thus leav- 


t wholly at 
ir directors 
re of statu. 
fic transac. 
n so far as 
ations even 
conflict-of- 


id to have 
y’s reaction 
ion of pdl- 
ut it, “Our 
and youth- 


lion (or less) uncovered. 

This, the speaker said, is the real 
strength of those opposed to attaching 
medical care for the aged upon the 
social security structure: The fact that 
by this summer, some 30 states will 
be using the Kerr-Mills bill. 

Mr. O’Connor predicted, however, 
that should the administration’s plans 
go through, within five years every- 
one, regardless of age, would be cov- 








Conflicts 4 : : : ered for medical care. “And that, 
eig, Lincoln National Life; prother, is socialized medicine,” he 
lacking 1{Mster H. Millier, Massachusetts Mu- concluded. 


s asked al f%#l, and David F. Oyster, New York To a somewhat mixed reaction, the 









flicting in- life, association announced that its annual 
< bt am banquet June 29 would be modeled 
In; along the lines of a Chinese barn 
s put the Cal, Ariz, Insurers Plan Merger pan No one seemed to know ex- 
all officers Stockholders of Protective Security actly what this entailed, but members 
-companiéflife of Beverly Hills have approved were advised to dress informally. 

: 18) ‘quisition of Oxford Life of Scottsdale, 







The merger plan has been sub- 
ited to the commissioners of Cali- 
and Arizona for approval. 
ve Security does a life and 
ess in California, Arizona, 
on, Oregon and Montana. Ox- 
O. ‘ is‘active in the life insurance 
- 342-4955 Misiness in Arizona. 


Indianapolis Life’s field force sold 
more life insurance during April than 
in any April in the company’s history. 
Sales for the month were 4.4% ahead 
of last year, and volume for the year 
to.date is 10.9% ahead of the compar- 
able period of last year. 
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ing, by next year, only some four mil- 





CHANGING TO THE 1958 CSO TABLE? 


BOWLES, ANDREWS & TOWNE has available: 










e Non-forfeiture values, 2'2% and 3%, minimum first 5 
years graded into CRVM reserves end of 15 years. CRVM 
and Net Level reserves, for. most standard and some special 
plans. 







e Electronic computing facilities (both Burroughs 220 and 
IBM 607) for calculating: non-forfeiture values, asset shares, 
reserves, gross premiums, dividends. 







-@ A large staff experienced in serving as the company’s ac- 
tuary or working as an extension to the company’s actuarial 
department. In addition to computing work the staff can as- 
sist in establishing basis of dividends and gross premiums and 
preparation of policy forms and ratebook text. 









For further information write or call 


BOWLES, ANDREWS & TOWNE, INC. 









RICHMOND: 


P. O. Box 6716 
Richmond 30, Virginia 


ATLANTA: 
1389 Peachtree Street, N.E. 
Atlanta 9, Georgia 





NEW YORK: 


156 William Street 
New York 38, N. Y. 
























PORTLAND: 


465 Congress Street 
Portland, Maine 









DALLAS: MIAMI: 


715 Meadows Building 100 Biscayne Boulevard, South 
Dallas 6, Texas Miami 32, Florida 














If you have a proven sales record, and live 
in one of the Provident states, we may have 
just the opportunity you are looking for. 


YOUR 
MOVE Ci 


% To your own general agency 
% To top commissions on 
personal production 


% To vested renewals 

% To competitive policies 

% To powerful sales brochures 
% To tops in support from 


“THE PROVIDENT 
STATES” 









Home Office 
%* To growth with a growing 

company Minnesota 
South Dakota Idaho 
North Dak Utah 
Write in strict confidence to: Pre Ouise 
JOSEPH DICKMAN, Washington Arizona 
Agency Vice President Caletaite Nevada 
New Mexico Montana 
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FieNATIONAL UNDERWRITER 


Tells How To Detect, Foster And 
Retain Men With Creative Ability 


NEW YORK—How to detect, foster 
and retain creative people in a busi- 
ness organization was discussed by 
Paul R. Smith, senior vice-president 
in charge of creative services of the 
Ellington advertising agency, New 
York City, at the May meeting of the 
Gotham Group of Life Insurance Ad- 
vertisers Assn. 


Mr. Smith said the increasing pace of 
competition in industry for productive 
scientists and engineers, the increas- 
ing pressure on marketing to move the 
ever growing production capacity of 
industry and the need for keeping the 
country’s technology abreast of the 
rest of the world have prompted 
a number of groups to investigate the 


“READY MONEY IS 
ALADDIN’S LAMP” 


B 
SH 


Members of the New York Stock Exchange 


SIXTY WALL STREET 
NEW YORK 5 N.Y. 


PHILADELPHIA 
SAN FRANCISCO + 
PALM BEACH 


BOSTON 
CHICAGO + 
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BROTHERS 
&HUTZLER 


CLEVELAND 
DALLAS 


- Byron 


innovative personality, to see what 
makes him tick and to be able to rec- 
ognize him when they see him and 
find out what motivates him. 

“Fnough progress has been made in 
these studies to draw, at least roughly, 
a profile of the creative individual,” 
said Mr. Smith. “Some of the findings, 
arrived at by scientific methods, may 
surprise you. 

“First of all, ideas don’t seem to care 
who has them. Studies seem to indi- 
cate that just about everybody is born 
with a definite, though perhaps limit- 
ed, talent for creative effort, and this 


The classical quote about money being “‘Aladdin’s lamp” is well understood 
by all corporation executives interested in growth. 


The details and mechanics of underwriting are now standard knowledge 
familiar to most responsible investment firms. There remain, however, the 
all important skills of selecting the right form of security, establishing the 
right price and finding the investors who will buy. 


For companies who need the right kind of “ready money”, the experience 


to answer your inquiries. 


of Salomon Brothers & Hutzler as a primary market for institutional secur- 
ities and the firm’s daily familiarity with the preferences of the country’s 
largest investors place us in a strategic position to judge the price and. ac- 
ceptability of corporate issues. Our partner, John Stevenson, will be pleased 


J ine 3, 


talent is often independe:.t of gy 
mental potential—often ha: a negati, 
correlation with it.” 

For example, there is _ittle op 
correlation between measi:red ip a 
gence and creative ability, Mr. = 
observed. He said a study Conducteq , 
University of Chicago compared 4) 
academic achievement of a group 
highly intelligent but not highly ‘J 
iginal students with a group of hig 
ly creative but not highl: inte ri 
students. The two groups did not dit ‘ 
fer in their average achievement jp J 
series of tests, in spite of their }, 
difference in intelligent quotients 7, 
tests used were all well known stand 
ardized achievement tests. 


Three Basic Types 


Apparently there are three basid 
types of mentality. The first is analy, 
ical or deductive. This is probably ¢j 
quality that intelligence tests measy. 
A second type of mentality is associa, 
ed with creative or synthetic thinkin 
and the third is evaluative ability; 
other words the ability to judge.The, 
qualities seem to be independent , 
each other, and it is possible for a man 
to be an analytical genius and at thd 
same time be a creative or judicial 
dope—or any combination of they 
said Mr. Smith. 

Tests used to determine the cha. 
acteristics of creative people are in ty) 
general categories—mental and emp. 
tional. For one thing, the creative pe. 
son is problem-oriented. He has the 
ability to solve problems as well as tp 
formulate them. He has a healthy 
skepticism. : 

By “problem-oriented,” Mr. Smith 
said he meant that the innovator ca 
see “need areas,” that is, areas that 
require attention, long before the non. 
innovator. He not only has the ability 
but he actually enjoys problem solv. 
ing. And he prefers to search in the 
inaccessible places. 


Creative Man More ‘Fluent’ 


The creative man is more “fluent’ 
than the non-creative person. He ha 
more ideas in a given time than other 
people. Maybe they’re not all goo 
ideas but the chances are that amon 
his list of solutions he will have sev- 
eral that are good. Prof. John Arnoli 
of Massachusetts Institute of Tech- 
nology has noted that a man who ha 
a lot of ideas is apt to have bette 
ones. 

The creative man’s ability to have 
a lot of ideas is linked to a corresponi- 
ing ability to restrain his judgment 
temporarily until all the alternate hy- 
potheses that he can think of have 
been listed. Otherwise, if he starts an- 
alyzing and evaluating the first seen- 

(CONTINUED ON PAGE 20) 


Herbert Righthand Heads 
N. Y. City Supervisors 
Herbert Righthand, brokerage supe 
visor of the Halsey D. Josephson aget- 
cy of Connecticit 
Mutual Life, ls 
been elected pre 
ident of New York 
City Life Superv 
sors Assn. He sut- 
ceeds William 1 
Barton of the Cat 
agency of 
nental Assurante 
Other officets 
are Harold Baille 
Northeastern Lilt 
1st vice-p 
Abraham Weibét 
Equitable Society, 2nd vice-P) 
and Herbert A. Davis, Union Cet 
secretary-treasurer. 


Herbert Righthand 
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president 





ROBERT V. HATCHER 
President, Atlantic Life 






Southwestern Life 


INSURANCE COMPANY, DALLAS, TEXAS 


Atlantic Life 


INSURANCE COMPANY, RICHMOND, VIRGINIA 


OFFICES 


Combined resources of these long-established 
life insurance companies will exceed $600 
million. Together, their services will extend 
through eighteen states and the District of 
Columbia... from coast to coast. 


INSURANCE COMPANY, SINCE 1903 


INSURANCE 
TO FRIENDS oF ATLANT COMPany 


Tnasmic 





J. RALPH WOOD 
President, Southwestern Life 
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SERVICE... 


GREATER 
STRENGTH 


IN MAJOR CITIES FROM COAST TO COAST 
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HteNATIONAL UNDERWRITER 


Home Office Changes 


Metropolitan Life 


W. Earle McLaughlin has been elect- 
ed.a director. He is president of the 
Royal Bank of Canada. 


Penn Mutual Life 


Silas H. Cline, director of purchase 
and .supplies has been promoted to 
agency secretary, and David N. Moore, 





general agent for Oklahoma with head- 
quarters at Oklahoma City, to superin- 
tendent of agencies Mr. Moore joined 
the company as an agent at Kansas 
City. 


Connecticut Mutual Life 
Ralph L. Burt has been promoted 
from supervisor of income settlements 
to assistant secretary, income services; 


William J. Hoffman assistant super- 
visor, income settlements, succeeds Mr. 
Burt, and Robert E. Stevens is pro- 
moted from assistant supervisor of se- 
curities to supervisor of securities. 

Thomas E. Desmond and Clifton H. 
Forbush, security analysts, have been 
named assistant supervisors of securi- 
ties, and Harry F. Merrow, manager of 
the personnel department, has been 
named supervisor of personnel. 


Pilot Life 
Arthur W. Starratt has been ap- 


We at Republic National Life have 
moved dramatically forward, 
confident in our belief that we 
possess a special formula for 
sales success. To the man gifted 
with that extra spark of enthusiasm 
and the imagination to romance 
the basic miracle of Life Insurance 
in action, we offer a sales contract 
with a built-in Magic Carpet to 
better living. In fact we dare any 
man big enough to fit our special 
pattern for sales success to find 

a more profitable opportunity than 
a sales contract with the “GO” 


Company. 


Theo. P. Beasley 


Chairman of the Board 
and Chief Executive 


Officer 


REPUBLIC NATIONAL LIFE 4ewccwce Comoany ons v0: 


td e008) 4 


HOSPITALIZATION ° 


SICKNESS e 
PENSION ° 


BROKERAGE 


MEDICAL AND SURGICAL REIMBURSEMENT e@ 
COMPLETE REINSURANCE FACILITIES 


GROUP 


June 3,} 


pointed a management assistant in{ 
management development ;)ro 

has been division manager of P 
tial at Houston. 


Paul Revere-Mass. P-otecim 


Charies R, § 
er has bee 
pointed sup 
tendent of ¢ 
cies. He hag 
manager of 
velers at 
York, Chap 
and Charlestg 
Va., and asgieua 
manager at Pit.M 
burgh. He is a ¢ 
rector of New You 
City Life y; 
writers Assn, 

B. K. Bicknell, vice-president nf 
superintendent of the claim depart 
ment, and Thomas H. Kirkpatrig 
vice-president and actuary, have bem 
elected directors. 


Charles R. Strader 


Lifeco 


R. Lee Smith, assistant vice-ppa 
dent and assistant secretary of 
ations for Farmers New World Life, 
Seattle, has been appointed manage 


Prudential 


Walter Siebert 
has been advanced 
from attorney to 
assistant counsel 
in the law depart- 
ment of the Chi- 
cago regional home 
office. A native of 
Springfield, Ill., he 
was in_ general 
practice there be- 
fore joining Pru- 
dential in 1957. 


Protective Life Of Alabama 


Robert J. Fisher has been appointe 
manager of sales training. He has bee 
general agent of Equitable of Iowa 


Walter Siebert 


Conventions 


June 4-9, National Assn. of Insurance ¢ 
missioners, annual, Bellevue Stratford Ho 
Philadelphia. 

June 7, Actuarial Club of the Pacific & 
annual, Ambassador Hotel, Los Angeles 

June 8-9, Society of Actuaries, regional, 4 
bassador Hotel, Los Angeles. 

June 12-14, International Assn. of A&H Unie 
writers, annual, Waldorf Astoria Hotel, 
York City. 

June 19-21, American Life Convention, 
cal section, Homestead Hotel, Hot Springs, } 

June 19-30, American Life Convention, li 
Officers Investment Seminar, Beloit Col 
Beloit, Wis. 

June 22-24, California Assn. of Life Unie 
writers, annual, Biltmore Hotel, Santa 

bara. ° 

June 24-29, Million Dollar Round Table, 
Americana Hotel, Miami Beach. 

June 25-28, Consumer Credit Insurance 
annual, Sheraton Towers Hotel, Chicags. 

July 27-29, National Assn. of Life Com 
annual, Sheraton-Charles Hotel, New 02 

July 30-Aug. 5, CLU institute, University 
Wisconsin, Madison. 

Aug. 13-19, CLU institute, University of Col 
rado, Boulder. 

Aug. 21-23, International Federation of 
mercial Travelers Insurance Orga 
annual, La Fonda Hotel, Santa Fe. 

Aug. 28-Sept. 1, National Insurance 
annual, Sheraton-Park Hotel, Wail 

Cc. 


Sept. 17-20, International Claim Assn. 
The Greenbrier, White Sulphur 
W. Va. 

Sept. 20-22, Life Insurance Advertisers 
annual, Sheraton-Dallas Hotel, 

Sept. 24-29, National Assn. of Life ™ 
writers, annual, Denver Hilton Hotel 
ver. 

Sept. 25, Fraternal Actuarial Assn. 
Netherland Hilton Hotel, Cin ti. 

Sept. 25-27, Life Office Management 
annual, Shoreham Hotel, Washington, 
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TS Assn, 5, A. Mossafer has been appointed 
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Kirkpatigf Western Catholic Union 
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been a company 
examiner for the 
department for 15 
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SaTY Of oper og W. K. Ott, 
World Life aed is retiring 
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P CIAL STANDARD LIFE— 
2% Patton, manager investment de- 
nent, has been elected assistant 
, and W. B. Dandy was raised 
t actuary. 


P#RTH AMERICA OF VIRGINIA 
promoted Forrest L. Foltz from 
stor of group sales to vice-presi- 
mi, group department; Joseph F. Cox 
Nalter Siebert fom chief underwriter to assistant 

geretary, and Harvey M. Jones from 
Alabama mmager of the claim department to 
een appointed asistant vice-president of claims. 


‘ae AMERICAN LIFE of Phoenix—J. H. 

ig has been appointed president. 
Hehas had 15 years’ experience with 
Massachusetts Mutual, New York Life 
and Mutual Benefit Life. 


AID ASSN. FOR LUTHERANS has 
appointed Carl N. Poole manager of 
public relations, a newly created posi- 
tion. Mr. Poole is a former vice-presi- 






















Insurance Com 
Stratford Hotel 








> Pacific Stay dent and director of a Sheboygan, Wis., 

os Angels # advertising agency. 

» regional, An; 

ae CUNA MUTUAL has named Wil- 

ot asia Ye lam W. Pratt president. Mr. Pratt, 
executive director Pennsylvania Cred- 

nvention, mid it Union League, has been a member 

Hot Spring" of the board since 1939 and served a 

wen 4 Previous One-year term as president 
in 1954-55. 

of Life Under 

tel, Santabry JACKSON LIFE of Memphis has 

i Table, appointed A. Berton Hicks to the new- 

ch. lycreated post of administrative vice- 

nsurance President. He has been in the busines¢ 

el, Chicago. 


% years, most recently as vice-presi 
dent, secretary and board member of 
Continental American Life of Houston 


SUBURBAN LIFE has elected Harry 
R. Switzer a director. He is president of 
Harry Switzer Co., Silver Spring, Md. 
ivestment banking and stock broker- 


surance 
oa age firm. 













wl AMERICAN ILLINOIS LIFE has 
meq *Pointed Anthony C. Borcich vice- 
President and director of sales. 








vertisers 
ae STANDARD SECURITY LIFE— 
in Hotel, J directors are Harold L. Rub- 





man, partner in the New York CPA 






Assn., firm of Rubman & Rubman, and Nor- 
cinnati. Man § Rei 

. Rein, general counsel for 
engton, DC Standard Security and senior member 






XUM 
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of the New York law firm of Rein, 
Mound & Cotten. 


CENTRAL AMERICAN of Lubbock, 
Tex., has appointed U. Charles Whit- 
field to head a new mortgage depart- 
ment. He has been with Equitable Soci- 
ety. 


Des Moines CLU Chapter 
Elects Wills President 


Des Moines CLU chapter has elected 
Ernest J. Wills, Equitable of Iowa, 
president. Roland E. Franquemont, 
Bankers of Iowa, is vice-president, and 
Clark B Fuller, Prudential, is secreta- 
ry-treasurer. 





Has Two New Group Plans 

Independence Life of Pasadena has 
two new group medical expense plans 
for groups of 10 or more employes and 
their eligible dependents. Hospital ben- 
efits to $3,000 per disability are pro- 
vided. Surgical and radiotherapy ben- 
efits are based on the use of the 1960 
relative value study. Malignancy treat- 
ment, pregnancy, doctor calls, labora- 
tory and g-ray, additional accident and 
polio benefits are also provided. 
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Changes In The Field 


Ohio National 


James B. Parten, 
as general agent at 
Atlanta, will head 
the company’s first 
agency in Georgia. 
He has been with 
Lincoln National as 
a brokerage and 
an agency manager 
and most recently 
has been assistant 
vice-president and 
director of agen- 
cies of United 


* James B. Parten 
American. 


Crown Life 
R. Featherstone and F. L. Coughlan 
have been named district group super- 
visors at Boston and Newark. Mr. 
Featherstone has been group repre- 
sentative of Sun Life of Canada and 
manager of Confederation Life. Mr. 





Coughlan has been regional group and 
pension manager of Mutual of New 
York and group and pension supervisor 
of Travelers. 


General American Life 


George Jackson 
has been named a 
general agent at 
Fort Worth, bring- 
ing to three the 
number of agen- 
cies the company 
has there. 





George Jackson 


Confederation Life 
Hurt & Quin Life has been appoint- 
ed exclusive life general agents for 
Georgia. Hurt & Quin Life is a new- 
ly organized corporation. The parent 








Commonwealth Life Increased 


Its ‘Insurance In Force”’ 
$114,444,803 in 1960 


MILLIONS 
OF DOLLARS 
1500 


INSURANCE IN FORCE e-10 YEARS’ GROWTH 
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1953 1954 1955 1956 1957 





1958 1959 1960 


COMMONWEALTH LIFE 
INSURANCE COMPANY 


Commonwealth Building e Louisville 2, Kentucky 


William H. Abell, President 











H Offi Ch visor, income settlements, succeeds Mr. management development program 5 
ome ice anges Burt, and Robert E. Stevens is pro- has been division manager of Pry, 
moted from assistant supervisor of se- tial at Houston. r 

° ° general agent for Oklahoma with head- curities to supervisor of securities. 
Metrop olitan Life quarters at Oklahoma City, to superin- Thomas E. Desmond and Clifton H. Pg@yl Revere-Mass. Prote 
W. Earle McLaughlin has been elect- tendent of agencies Mr. Moore joined Forbush, security analysts, have been 
ed.a director. He is president of the the company as an agent at Kansas named assistant supervisors of securi- 








and Charleston! 








manager at Pitt 









writers Assn, 








ment, and Thomas H. Kirkpatr; 
vice-president and actuary, have been 
elected directors. 


Lifeco 


R. Lee Smith, assistant Vice-preg. 
dent and assistant secretary of Oper. 


We at Republic National Life have ations for Farmers New World Life of ba 


: Seattle, has been appointed ma 
moved dramatically forward, Bis 
Prudential 


: q Walter Siebert 
possess a special formula for ine eee eduaiend 
: from attorney to 
assistant counsel 
in the law depart- 
ment of the Chi- 
and the imagination to romance cago regional home 
office. A native of 


confident in our belief that we 


sales success. To the man gifted 
with that extra spark of enthusiasm 


12 HteNATIONAL UNDERWRITER June $, Pe bs 


Charles R. Sap 


Royal Bank of Canada. City. ties, and Harry F. Merrow, manager of er. has been | 4 

the personnel department, has been pointed — supeg. 

' Penn Mutual Life Connecticut Mutual Life named supervisor of personnel. — of age! 
Silas H. Cline, director of purchase Ralph L. Burt has been promoted Pilot Life aeniianes pe ben 

and .supplies has been promoted to from supervisor of income settlements velers at } 

agency secretary, and David N. Moore, to assistant secretary, income services; Arthur W. Starratt has been ap- York, Charm 


Va., and ASsistes 


burgh. He is g di. 
rector of New Yo: 
Charles R. Strader City Life Under. 


B. K. Bicknell, vice-president and 
superintendent of the claim depart. 




























William J. Hoffman assistant super- pointed a management assistant in gigeit 
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Vernon F 


g, A. I 
director 0! 


West 


M. H. 
gsistant | 





the basic miracle of Life Insurance Springfield, Ill., he 
was in general 















in action, we offer a sales contract practice there be- 

; iltei : fore joining Pru- 
with a built-in Magic Carpet to Fist tm 1987, Vober ai 
better living. In fact we dare an : ‘ 

: : j Protective Life Of Alabama 
man big enough to ft our special j Robert J. Fisher has been eal 
pattern for sales success to find g manager of sales training. He has been 

a general agent of Equitable of Iowa a 





a more profitable opportunity than 
t 
a sales contract with the “GO” 


Company. : : ; Conventions 


June 4-9, National Assn. of Insurance Con- 
missioners, annual, Bellevue Stratford Hotel 
Philadelphia. 

June 7, Actuarial Club of the Pacific States, 

] : annual, Ambassador Hotel, Los Angeles. 

Theo. P. Beasley 5 : June 8-9, Society of Actuaries, regional, An- 

. assador Hotel, Los geles. 
Chairman of the Board ; June 12-14, International Assn. of A&H Unde- 
and Chief Executive J writers, annual, Waldorf Astoria Hotel, New 
Officer j York City. 
: rd June 19-21, American Life Convention, meti- 

j cal section, Homestead Hotel, Hot Springs, Va 

June 19-30, American Life Convention, Life 
Officers Investment Seminar, Beloit College, 
Beloit, Wis. 

June 22-24, California Assn. of Life Under 

‘ writers, annual, Biltmore Hotel, Santa Ba 
ara, * 

June 24-29, Million Dollar Round Table, annual, 
Americana Hotel, Miami Beach. 

June 25-28, Consumer Credit Insurance As, 
annual, Sheraton Towers Hotel, Chicago. 
July 27-29, National Assn. of Life Companies 
annual, Sheraton-Charles Hotel, New Orletis 
July 30-Aug. 5, CLU institute, University 

Wisconsin, Madison. 

Aug. 13-19, CLU institute, University of Colt 
rado, Boulder. 

Aug. 21-23, International Federation of Com 













































annual, La Fonda Hotel, Santa Fe. 


Aug. 28-Sept. 1, National Insurance As, 
annual, Sheraton-Park Hotel, Washing| 
Cc 


Sept. 17-20, International Claim Assn., ambush 
The Greenbrier, White Sulphur Spsi# 
W. Va. 


REPUBLIC NATIONAL LIFE “cecawce Comoany om, ina 


annual, Sheraton-Dallas Hotel, erg 3 
me Lift 4 
LIFE * ACCIDENT * SICKNESS * MEDICAL AND SURGICAL REIMBURSEMENT * GROUP Sept, 24-99, National Asm. aoa He 


ver. 


HOSPITALIZATION © PENSION © BROKERAGE © COMPLETE REINSURANCE FACILITIES Sept. 25, Fraternal Actuarial Assn., anniil 
Netherland Hilton Hotel, or ra 
Sept. 25-27, Life Offi Managemen 

alin § es lily Hotel, Washington, D.¢. 


mercial Travelers Insurance Organizatiom) 





and Mutu 
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f, Vernon Rosenthal 





‘eringfield, Ill., and before that was 
office training supervisor. 


Old Republic Life 


F. Vernon Ro- 
senthal has been 
named director of 
research and sta- 
tistical analysis. 

Mr. Rosenthal 
has been assistant 
director of insur- 
ance for Illinois 
since 1957, and 
prior to that had 
been a company 
examiner for the 
department for 15 
years. 


California Life 
s, A. Mossafer has been appointed 


esident ang jrector of education and training. 


iim depart. 
Kirkpatrick, 
» have bee M. H. Wisman, 

gsistant supreme 





gretary, has been | 


: gpointed supreme 
VICC-Dresi-l seretary to suc- 
TY Of opert ied W. K. Ott, 
orld Life of who is retiring 
d managetl ime 15 after hold- 
ing this post for 
# years. Mr. Wis- 
man has been with 
the fraternal since 
1935. 



















cific States, 

Angeles, advertising agency. 
pre g agency 
vr CUNA MUTUAL 
Hotel, 


in 1954-55. 
JACKSON LIFE 


Western Catholic Union 





M. H. Wisman 


BENEFICIAL STANDARD LIFE— 
‘EN. Patton, manager investment de- 
partment, has been elected assistant 
tasurer, and W. B. Dandy was raised 
toassistant actuary. 

NORTH AMERICA OF VIRGINIA 
promoted Forrest L. Foltz from 
r of group sales to vice-presi- 
group department; Joseph F. Cox 
chief underwriter to assistant 
secretary, and Harvey M. Jones from 
manager of the claim department to 


AMERICAN LIFE of Phoenix—J. H. 
Braunig has been appointed president. 
He has had 15 years’ experience with 
Massachusetts Mutual, New York Life 
and Mutual Benefit Life. 


AID ASSN. FOR LUTHERANS has 
appointed Carl N. Poole manager of 
public relations, a newly created posi- 
tion. Mr. Poole is a former vice-presi- 
dent and director of a Sheboygan, Wis., 


has named Wil- 


New} iam W. Pratt president. Mr. Pratt, 
executive director Pennsylvania Cred- 
it Union League, has been a member 
of the board since 1939 and served a 
previous one-year term as president 


of Memphis has 


appointed A. Berton Hicks to the new- 
ly created post of administrative vice- 
president. He has been in the business 
% years, most recently as vice-presi- 
dent, secretary and board member of 
Continental American Life of Houston. 


SUBURBAN LIFE has elected Harry 
R. Switzer a director. He is president of 


n ot sas Harry Switzer Co., Silver Spring, Md.. 
e. i. Ivestment banking and stock broker- 
nce agn| 26 firm. j 
mn., ans AMERICAN ILLINOIS LIFE has / 
r Sprit; @ppointed Anthony C. Borcich vice- 

| President and director of sales. 

sers Asm, 

re “a STANDARD SECURITY LIFE— 
rotel, Det directors are Harold L. Rub- 


th. man § 





man, partner in the New York CPA 
firm of Rubman & Rubman, and Nor- 
. Rein, general counsel for 
Security and senior member 
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Mound & Cotten. 


CENTRAL AMERICAN of Lubbock, 
Tex., has appointed U. Charles Whit- 
field to head a new mortgage depart- 
ment. He has been with Equitable Soci- 
ety. 


Des Moines CLU Chapter 
Elects Wills President 


Des Moines CLU chapter has elected 
Ernest J. Wills, Equitable of Iowa, 
president. Roland E. Franquemont, 
Bankers of Iowa, is vice-president, and 
Clark B Fuller, Prudential, is secreta- 
ry-treasurer. 





Has Two New Group Plans 

Independence Life of Pasadena has 
two new group medical expense plans 
for groups of 10 or more employes and 
their eligible dependents. Hospital ben- 
efits to $3,000 per disability are pro- 
vided. Surgical and radiotherapy ben- 
efits are based on the use of the 1960 
relative value study. Malignancy treat- 
ment, pregnancy, doctor calls, labora- 
tory and g-ray, additional accident and 
polio benefits are also provided. 


of the New York law firm of Rein, 
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Changes In The Field 


Ohio National 


James B. Parten, 
as general agent at 
Atlanta, will head 
the company’s first 
agency in Georgia. 
He has been with 
Lincoln National as 
a brokerage and 
an agency manager 
and most recently 
has been assistant 
vice-president and 
director of agen- 
yor Sia as ited James B. Parten 

Crown Life 

R. Featherstone and F. L. Coughlan 
have been named district group super- 
visors at Boston and Newark. Mr. 
Featherstone has been group repre- 
sentative of Sun Life of Canada and 
manager of Confederation Life. Mr. 





Coughlan has been regional group and 
pension manager of Mutual of New 
York and group and pension supervisor 
of Travelers. 


General American Life 


George Jackson 
has been named a 
general agent at 
Fort Worth, bring- 
ing to three the 
number of agen- 
cies the company 
has there. 





George Jackson 
Confederation Life 
Hurt & Quin Life has been appoint- 
ed exclusive life general agents for 


Georgia. Hurt & Quin Life is a new- 
ly organized corporation. The parent 








Commonwealth Life Increased 


Its “Insurance In Force’’ 
$114,444,803 in 1960 
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Biggest quality audience each week. In the 21 major _ reaches 49% more homes than the next leading general fs + 





U.S. markets like Los Angeles, an average issue of LIFE weekly magazine; 33% more than the leading fortnightly. 
: 


HOW LIFE HELPS SELL ee 


INSURANCE IN LOS ANGELES 


In the 21 major markets like Los Angeles, an average issue of LIFE reaches better 
than 2 out of every 5 homes—more homes than any other magazine. 

An average issue of LIFE reaches more than half the homes in America in 
which the household head has at least one year of college education or better... 
the kind of homes that protect their future with life insurance. 


Annual Household Homes with Homes where the Household Head 
income $8,000 & Over Children has a Year of College or More 





Weekly 


Leading 
Fortnightly 


; 


Nielsen Media Service—1960 \ . 


Dramatic coverage: In June, 1960, LIFE used this action- =» 
packed photograph of a Los Angeles freeway as a cover 
picture to illustrate the city’s spectacular growth. The © 
lively, vital kind of coverage that LIFE gives to people, 
places and events all over the world gives LIFE the biggest 
quality audience each week. 
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firm is the Hurt & Quin general agen- 
cy of Atlanta. Kenneth J. Murphy has 
been appointed general manager of 
Hurt & Quin Life. He has been divi- 
sional manager of Confederation Life 
at Detroit. 


Metropolitan Life 
Ernest C. Hodder, manager at Al- 
buquerque, has been transferred to 
Phoenix to succeed Daniel O. Roe, who 
has retired after 34 years with the 
company. Mr. Hodder has been assist- 
ant manager at Kansas City and man- 


FteNATIONAL UNDERWRITER 


ager at Oklahoma City, Chicago and 
Grand Rapids. Mr. Roe has been dis- 
trict manager at Phoenix. Oscar D. 
Mitchell, manager at Lincoln, succeeds 
Mr. Hodder and the Lincoln agency is 
being merged with the Omaha agency 
under Francis J. Lynch. Mr. Mitchell 
has been a district manager. 


Jefferson Standard Life 


Gail A. Blake, supervisor at Okla- 
homa City, has been appointed man- 
ager there. He has been district man- 
ager at Duncan, Okla. 


F. V. McNair III, supervisor at 


~~ OUR DIVIDENDS 


; are neither estimates 
nor guarantees .. . 


But we’re proud of them just the same! 


Effective July 1, they’re going up again — 
for the second consecutive year. 


We've always had competitively priced 











products. Our higher dividend scale simply 


makes good products better. 


Yes, we're proud of our dividend 
improvements. They mean a bet- 
ter buy for our clients — and 
better sales opportunities for 


our representatives. 








Washington, has been named manager 
there. He is a CLU and former district 
manager at Bethesda, Md. 

G. Hugh Poplin, district manager at 
Pensacola, Fla., has been named man- 
ager at Mobile. He has been district 
manager at Panama City, Fla. 


American United Life 
The company has named two man- 
agers and a unit supervisor in New 
Jersey. Joseph K. Koribanick, East 
Orange, and Donald W. MacConnell, 
Little Silver, are the new managers, 
and Raymond F. Ryan Jr., Little Silver, 





PHOENIX MUTUAL LIFE INSURANCE COMPANY 


OF HARTFORD, CONNECTICUT 





June 3, I 


is the new unit supervisor. ir, k 
banick has been with Acaia Mutua] 
with Travelers and Colonial Life, 
Mr. Ryan with Prudential and Colg 
Life. 


Lincoln National Life, N.Y, 
— Thomas  Qjyj 

has been appoj 
ed regional gro 
manager in 
York, He has peda 
New Jersey 5. H- Ri 
gional group m been 
ager of Linggeneral 2 
National Life 
Fort Wayne, Ip 
of which the 


wholly-own ( 
Thomas Quick filiate. “ 


Occidental Of California 


Niles C. Stageberg has been appoinj 
ed manager at Minneapolis. He join 
Occidental after four years with 
theran Brotherhood there. 

Gordon G. Kalweit has been names! Fra" 
general agent at Boulder, Colo, mj 
Kalweit joined Occidental in 1957 4 
Denver and since 1958 has been ; 
sistant manager there. 


Northwestern Mutual 


The Mage 

cy of Los Ange 

has been split t 
form two agencies 
headed by William 
R. Ohland and 
Charles P. Carey 
and a policyhold. 
ers’ service office 
will be established 
there with Edward 





John R. Mage and Mr. Care 
have been consistent million-dollar 
producers for the company. 

John R. Mage has been appointed 





William R. Ohland Charles P. Carey 
California regional general agent. Hé 
has been with the company 39 yea 
15 of which he headed the Los Angele 
agency. 

Guardian Life 
Herbert D. Freinberg has _ bee 
named general agent of a new agenty 
at Albany, where he had been nian 
ger of, Continental Assurance. Before 
that he was with Prudential. 


Employers Life 
Frederick P. Garside has _ bee 
named brokerage superviscr at Ls 
Angeles. He had been with New York 
Life at Pasadena. 


Volunteer State Life 


Appointed general agents are: 

Lonnie L. Dean at Durham, where 
he operates his own general lines 
agency. He has been with Prud 
and before that was general agent d 
Life of Virginia. 

Jolly A. Heeth at Houston, where he 
has a general lines agency. He has al 
so been with National Life & Accideth 
State Farm and Employers Casualty. 

James K. Sherron Jr., at Ral 
where he has been with Travelers. 

Richard T. High has been 






June 3, Iles 3, 1961 


isor. Mr. Kebenager at Nashville, where he has 
aia M utual gin assistant manager of Shenandoah 
onial Life, and before that was with Atlan- 
al and Colg Life. 


Republic National 





Life. N.Y, 
10Mas Qui 
been appoj§ James B. Roddie 
egional gram has been ap- 
ager in yagointed branch 
; He has } ger at Austin. 


Jersey § H. Rosenblatt 
al group mags been named 
Of Linegkeneral agent at 





mal Life @orfolk, Va. He 
Wayne, s won the Na- 
hich the Quality 





company jgjiward six times. 
ly-owned af 
e. 


James B. Roddie 


lifornig | Connecticut General Life 
been appoin} Richard ~ Nelson and George J. 
lis. He joiy Morassa have been appointed brokerage 


consultants at, respectively, Milwaukee 


ars with Iy : 
. ind the Bay agency, which serves 


e 











‘baie name San Francisco and Oakland. 

r, Colo. Mn 

al in 1957 Travelers 

has been Managers ap- 


pointed are: 

R. John Bund- 
rock at New York. 
He has been man- 
ager at Richmond 
and Columbus, O., 
assistant manager 
at Newark and 
agent at Elizabeth, 

N.J. 
y C. Cabell Han- 
hen cock Jr. at Rich- 
> es ed mond, Va. He has 
vith Edward BR. John Bundrock been manager at 
es in charge] Charlotte and Norfolk and _ assistant 
Mr. Ohland| manager at Richmond. 
Ir. Care 
illion-dolla 
y 


1 appointed 


rvice office 


i 


Ce bell Hancock Jr. 









Ray C. Seitz 
2 C. Seitz at Charlotte. He has 
@een assistant manager at Miami. 


ae ’| Georgia International Life 


agent. H 
, 39 yes Edwin R. Morrison, agent at Norfolk, 
os Angeleq Va. has been appointed general agent 


there. He has been with Prudential and 
is a director of Norfolk Life Under- 


writers Assn. 

has beet 

ew agency Dominion Life 

3 ye William Claflin has been named re- 

ce, Delors gional group supervisor for the south- 

il. em part of New Jersey, Pennsylvania 
and Delaware, and Cleveland. 

he West Coast Life 

New Yor} Robert G. Howell has been appointed 
manager at Fresno. 

ife Pacific Mutual Life 

re: Donald L. Carol has been named 

im, where manager of Philadelphia claims. He 

ral Bd joined Pacific Mutual in 1957 and has 

rud been at Newark as a claims representa- 

agent d] tive, 

wheat Provident Mutual Life 

cm Wesley Gadd, home office senior 
Pension consultant, will retire from 
that post on June 30 and will become 

ses 4 consultant on employe benefit plans 

: of a new consulting service in the To- 





bias agency at Norristown, Pa. Mr. 
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home office pension plans analyst. 


Franklin Life 


Edward Mass has been appointed re- 
gional manager at Jacksonville, Fla., 
and will develop Nassau, Duval, St. 
Johns, Clay, Bradford, Union and 
Baker Counties. He has been a gen- 
eral agent at Miami, having joined 
Franklin in 1952. 


Pilot Life 


Donald M. Nelson and Jerry Moore, 
who have been in the management de- 
velopment program at the home office, 
have been appointed general agents at 
Odessa, Tex., and Shreveport, La. Mr. 





Jerry Moore 


Donald M. Nelson 


Nelson has been with Southland Life 
and Mr. Moore has been general agent 
of Indianapolis Life at San Antonio. 

William W. Van Horn has been 
named group supervisor at St. Louis. 
He has been with State Capitol Life at 
Raleigh, N.C. 


KENTUCKY CENTRAL L.&A. has 
named four agents: W. F. Hagerty, 
H. G. Wittman, and Vance Kuebler, at 
Philadelphia, and L. E. Wells at Cleve- 
land. 


AMERICAN HOSPITAL & LIFE of 
San Antonio has named two man- 
agers: Simms T. Normand, Jackson, 
Miss., and Robert B. Watkins, Corpus 
Christi. 


SECURITY AMERICAN LIFE has 
appointed Jerry W. Bassett general 
agent at Salisbury, Md. 


LAMAR LIFE—Charles G. Park- 
house has been named regional direc- 
tor of agencies for Florida. 


IDEAL NATIONAL of Salt Lake 
City has appointed Wellington C. 
Phelps general agent at Portland, Ore. 
He has been with Metropolitan Life. 


Gadd joined the company in 1945 as 
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) HEALTH 


NORTH AMERICAN 
REASSURANCE COMPANY 
161 East 42nd Street, New York 17, New York 


Regional Offices 
230 North Michigan Ave., Chicago 1, Ili. 
1509 Main Street, Dallas 1, Texas 
400 Montgomery St., San Francisco 4, Calif. 

























FEDERAL LIFE INSURANCE COMPANY 6100N. cicero Avenue, Chicago 46, Illinois 























= During the hustle of our modern marketing age, 
have we placed insurance into the hopper of “hard 
sell”? Are we classifying our product with TV sets, 
new cars, air conditioners and other luxury items 

of life. = If so, are we overlooking the strongest 

E appeal that insurance has. . . that it is a basic neces- 
|{ WE sity of family living. Consider the unavoidable 
IRGOTTEN expenses of clean-up fund . . . family exist- 
Li HAT ence .. . education of children . . . retirement! = 
These are the needs that only insurance can meet. 
At Federal, we meet this challenge by tailoring 
our programs to meet these basic needs. For de- 
tails write Emery Huff, Agency Vice President. 


A few prime managerial positions still available in the Midwest area. 
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ment. 


areas: 


(CONTINUED FROM PAGE 8) 


FteNATIONAL UNDERWRITER 


Shows Growing Concern Over Conflict-Of-Interest Situations 


—Requirement that officers consult taining to outside employment was also 
reported that they have been in the with company before accepting any reported. 
process of giving attention to the pos- governmental appointment or nomina- —Prohibition against any employ- 
sibility of adopting some formal pro- tion for political office or a position ment, business or profession 
cedure but that their efforts had not as an officer, director or trustee of a sistent with the best interests of the 
been completed. Thirteen companies business organization. A record is kept company or conflicting with job, du- 
were classified as having some kind of these affiliations. 
of formitl, written rule or policy state- —Policy establishes standards re- —Prohibition against gifts. Trifling 
garding officers and employes being gifts or advertising specialties are not 

Six of these companies reported a directors of outside corporations which prohibited. 
written and distributed rule or policy are competitors or which may have a —An injunction, addressed to offi- 
statement within the following limited conflict of interest. Provides for indi- cers and investment personnel, against 
vidual reviews. A written policy per- competition with the company in the 


ties and responsibilities. 





ARE YOU OUR KIND OF AGENT? 


... Without knowing it? 





meot fi. 1) fh fl Oo: Be 


AL 





Are you well aware that life insurance and health insurance are opposite 
sides of the same coin? 


Do you appreciate the importance of really integrating health insurance 
into the programs of personal insurance you present, rather than simply 
selling to those who ask for it? 


Are you now representing a life company that does not have complete 
health insurance facilities for client programming? 


Are you working mostly in the middle-income, middle aged (or younger) 
market of average families? 


At claim time, do you truly enjoy delivering with personalized service 
the promises you made earlier, with the sure knowledge of backing by 
a company with the right kind of policy behind its policies? 


Are you accustomed to examining needs carefully, explaining coverage 
solutions thoroughly, and handling applications properly? 


Are you a keen, career-motivated ordinary life agent, with a sincere 
professional attitude toward those you serve? 


Are you well established in life insurance, or has your general agent 
or company suggested that a high-grade health insurance specialist 
insurer can help you become well established more rapidly? 


Do you get real satisfaction out of the knowledge that you are personally 
putting into another human being’s life such a dynamic “life-saver’” as 
disability income replacement? 


If you can honestly answer “yes” to these 9 questions, the 


chances are that you belong with American Health or a company 
very much like ours. We seek to be—and we honestly believe we are 
—the kind of company this type of agent should represent. 


‘AMERICAN. 
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‘ : : ividuals 
In the first case, directors were Deter 
quired to list the directorships haf ies th 


in other business corporations and jBpits the 
list the names of any corporations jfaits pe 
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pany, the officers also were required ty the 

to list any directorships held in bysi- any busi 


ness corporations. out appr 
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In the other case, directors were re. He mu: 
quired to examine their personal af. owned | 
fairs and discuss any possible conflict, any sup 
The policy statement called attention rectorsh: 
to cases in which an officer or member 
of his family is a director of a firm| pinion: 
doing business with the company or| Althou 
in which such persons own directly or | the non- 
indirectly a significant interest. More | formal 
than 1% ownership required considera- | the surv 
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Here is a brief description of the| March, 
areas covered by the following general | have no 
policy statements: ment. 1 
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quired. There is an injunction against] to say { 
unusual gifts and favors, loans of mon-} paramo 
ey, special discounts or hospitality thing p 
which might influence the individual } sandar 


Prompt Disclosure Required mented 


The statement addressed to the offi- compan 
cer and supervisory groups requires of conf 
them to refrain from business activi same b 
ties and personal investments that just me 
might result in conflict of interest or 
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judgment. Prohibited are gifts, hosp | Metne 
tality, favors, entertainment or unus $405 r 
ual benefits that might have influence 
on the individual. Prompt disclosure of} Aetn 
any possible conflict of interest is re | surance 
quired so that action may be instituted | Dremiu 
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lished detailed rules concerning con $29,605 
duct of their employes. Was in 
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_ required tiunich the officer is affiliated or has 
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company or] Although it is possible that some of 
1 directly or | the non-reporting companies also have 
rest. More |formal procedures, their response to 
d considera-| the survey was sufficiently substantial 
: to support the conclusion that up to 
tion of the|March, 1961, the companies generally 
/ing general | have not felt a need for formal treat- 
ment. This is attributed to the fact 
od to man-j that the matter being dealt with is a 
s disclosure subjective one in which the opinions 
f the indi-{ of reasonable men are bound to differ, 
ly in sup-] Mr. Wraith pointed out. 
bashes fi-| It is of course the policy of all life 
any’s busi-f companies to conduct their affairs 
es or brok-§ ethically and in_ strict compliance 
ned not tol with the law, and the life insurance 
: to effetti business has a proud record in this 
> interests respect, said Mr. Wraith. Notwithstand- 
ses 1S TeH ing, it needs no citation of authority 
lon —— to say that it has become a matter of 
he be ital Paramount importance to do every- 
par re thing possible to promote the highest 
vi standards of business ethics, he com- 
mented. 
o the off “A policy statement that sets up the 
. ee company’s rules in the narrower field 
ses a of conflict of interests will serve the 
ents 4 same broad purpose as the statements 
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so, it will impress on the individual’s 
mind the need to avoid a conflict of 
interest and possible illegality as well 
as the need for a full and complete 
disclosure of any potential conflict. 
Further, as a permanent and formal 
reminder, it will foreclose an indivi- 
dual who may go astray from raising 
the defense of lack of knowledge or 
will be imposed on the individual to 
conduct his affairs in a proper man- 
ner.” 


May Change Annual Statement 


Mr. Wraith observed that while 
there has been no law or regulation 
requiring formal procedures in this 
field and therefore to date there have 
been no objective guideposts to dictate 
whether a company, as a matter of 
policy, should adopt formal rules and 
detection procedures, there is a recent 
development that promises to change 
this. This development is the New 
York proposal to amend item 14 of 
the general interrogatories of the life 
company annual statement blank so 
as to require disclosure of personal 
transactions of officers and directors 
of licensed insurers that may involve 
potential conflicts of interest. 

Mr. Wraith said the text of the ori- 
ginal proposal is unacceptable because 
the question contains language that 
does not have definite or certain mean- 
ing and the proposal appears to go 
far beyond what is needed to detect 
potential conflicts of interest. More- 
over, it well can be maintained that 
the matter is not properly one for the 
annual statement but rather a subject 
to handle at the time of the company 
examination. He said it is understood 
that the blanks committee of the Na- 
tional Assn. of Insurance Commis- 
sioners considered the jproposal on 
April 10 and voted to defer it until 
the NAIC meeting in June. The ulti- 
mate result, he said, may be to re- 
quire all companies to establish formal 
procedures for the detection of poten- 
tial conflicts of interest. 


LIFE INSURANCE EDITION 





Reneficia 
THOUGHTS 


“It is not the dawdlers and triflers that really 
find life worth living. It’s the steady, strenuous, 


active, robust workers.” 
...C. W. Eliot 


Those of us in the business of life insurance 
know and appreciate the worth of this quota- 


tion. It’s beneficial advice for all of us. 


BENEFICIAL LIFE 
Prsuranee (Ber Company 


Virgil H. Smith, Pres. Salt Lake City, Utah 













“7 AMERICA'S INFORMAL 
BUSINESS CAPITAL 


You will find at The Greenbrier the perfect setting for 
your conference, whether it be for ten or a thousand 
people. The new, air-conditioned West Wing has an 
auditorium with a 42-foot stage, new sound and pro- 
jection machines, splendid banquet arrangements, a 
theatre with a CinemaScope screen. Ready soon will 
be our new 17,000 square foot exhibit hall. For after- 
session enjoyment The Greenbrier’s recreational facili- 
ties are unsurpassed. And our staff of experts not only 
helps in planning your program, but they also handle 
the details to carry it through successfully. 


Special Winter Rates available on request. Include a 
spacious, luxurious room and The Greenbrier’s tradition- 
ally fine meals, green fees (our courses are playable much 
of the winter), swimming in mosaic tile indoor pool, mem- 
bership in the Old White Club and gratuities to service 
personnel. EFFECTIVE DEC. 1, 1961—FEB. 28, 1962. 


FOR INFORMATION write Charles L. Norvell, Dir. of Sale: 
Also reservation offices: New York, 630 5th Ave., JU 6-4500 
Boston, 73 Tremont St., LA 3-4497 » Chicago, 77 W. Wash- 
ington St., RA 6-0624 + Washington, D. C., Investment Bldg., 
RE 7-2642 « Glen W. Fawcett: San Francisco, 1029 Russ Build- 
ing, YU 2-6905 « Seattle, 726 
Joseph Vance Building, MU 
2-1981 + Dallas, 211 N. Ervay, 
RI 1-6814 + Los Angeles, 510 
West Sixth Street, MA 6-7581. 


WHITE SULPHUR SPRINGS + WEST VIRGINIA 
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HeNATIONAL UNDERWRITER 


Tells How To Detect, Foster, Retain Men With Creative Ability 


(CONTINUED FROM PAGE 10) ing the germination period. Smith indicated. The creative man is 
ingly acceptable idea he has, he will Moreover, a man who is fluent in his_ willing to take a chance but by no 
have a tough job thinking of any more. ideas is apt to be fluent in his ability means to the extent his reputation 
The successful creative man has this to communicate them to others, where- would indicate. He will gamble but, 
faculty of waiting until he hears from as the uncreative person is apt to strangely enough, tests show that he 
the outlying precincts. He has the suffer from a feeling of inarticulate- takes fewer unwarranted chances than 


ability to set aside, temporarily, all the ness. 


his non-creative colleague. 


obvious limitations of a given problem, The creative man’s traditional repu- Mr. Smith also described a test con- 
whether economic, mechanical, cul- tation as a gambler, willing to bet on ducted by Industrial Research Insti- 
tural, authoritarian, or what not. Idea long-shot ideas without too close an tute that threw interesting light on 
fluency does not flourish if the in- appraisal of their merits, is not borne the creative man’s problem-solving 
ventor is to evaluative himself dur- out by the research findings, Mr. techniques as contrasted with those 


























What makes an insurance 
man really successful? 


Ability, to be sure—coupled with the ambition, initia- 
tive and energy to make the most of it. But however 
high a man’s personal qualifications, he must have 
strong support from his home office to achieve his goals. 


At Lutheran Brotherhood, “home office support’ 
means three things basically: 


1 Quality “products”—a complete offering of up-to- 
date plans at rates in the lowest 2% of all listed 
American insurance organizations. 


2 Training that includes several weeks of work in the 
field with an experienced life underwriter before taking 





‘] 







an intensive home office course. (Helps make the 
“school-work” all the more meaningful and applicable.) 


3 The very latest and most effective selling aids. 
(Example: a portable strip film/projector kit for in- 
the-home demonstration of advantages of Lutheran 
Brotherhood plans.) 

This kind of “help from home” has resulted in better 
service to policyholders . . . successful businesses for 
Lutheran Brotherhood representatives . . . sound, 
steady growth for our company. And that’s reason 
enough to keep the emphasis where it’s been from the 
beginning: working with our men. 


LUTHERAN .BROTHERHOOD 


701 Second Avenue South « Minneapolis 2, Minn. 


Living benefits for Lutherans through life insurance 
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prehended the essentials 
data more frequently an: 
But most significant was « 












ference in problem solving ; 
The more creative man w: 
slowly in the data gathering and 
sis stages and then proceeds 
to a solution. 

















Feels Himself To Be ‘On The Spor 


The less creative man spends leg 


time in the data gathering stage ang 
in the analysis of his problem, but 
more time attempting to solve it, The 
less creative man seems more “on the 
spot.” He doesn’t remain detached from 
the data before him so that he can 
pick out the clues to the solution. He 
tends to be redundant in method, to 


involved personally and too anxioys|' 


to acquit himself with credit and avoiq 
“blame situations.” 

The creative man, on the othe 
hand, is less anxious about his achieve. 
ment and less worried about situations 
in which he might be blamed for some. 
thing or be made to feel inferior, 

Creative men are apt to be less au- 
thoritarian, less traditional and less 
conventional in their attitude than their 
non-creative brothers. They are less 
prone not only to exercise authority 
but also less inclined to accept it 
blindly. Mr. Smith thought there might 
be a correlation here with the fact that 
creative people are inclined to be less 
religious and less altruistic. Also the 
creative man is apt to rank achieve 
ment, play and sex as being more im- 
portant in his life than the non- 
creative man considers them to be. 


Value Utility More 


Experimental tests indicate that cre- 
ative men are in many ways more 
practical than non-creative men and 
place a higher value on matters of 
utility and less on mystical, tradi- 
tional and social forms. Thirty-nine 
percent of the creative men tested 
believed that the attitudes and person- 
alities of management impeded their 
creativity. Incidentally, the less crea- 
tive nen were more apt to blame their 
assistants than their management, al- 
though creative men also registered 
complaints about the caliber of their 
assistants. Job security, while impor- 
tant to both groups, was considered 
more important by the less creativ 


men. Creative men are apt to spend 


more hours on the job than nop 
creative men. Mr. Smith thought thi 
last factor might be due partly to th 
fact that the creative men enjoy thei 
work more. 3 
One other significant finding 0 
ported by Mr. Smith indicates tm 
over-motivation or anxiety kills cré 
tivity. That is, crash programs Wi 
the stakes are high tend to force 
creative individual into conventiom 
solutions to his problem. So too doe 
highly evaluative atmosphere. 
though the creative individual tends 
to disregard public opinion, still 4 
highly critical or evaluative attitue 
tends to choke off his production. & 
the other hand, a permissive atmé& 
phere fosters creative ability. 


Ideal Boss, Working Conditions 


Mr. Smith said Prof. Arnold @ 
M.LT. asked a large group of studelt 
what they considered to be the 
working conditions and the ideal bas 
Ideas on working conditions 
widely but there was great un 
on one point—they all wanted a be 
who would listen to them, 
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id not evaluate their ideas until he 
heard them out and who would not 
6 iately say, “What’s new about 
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they did want to be treated as persons 
: worth and be understood, and not 
ae be under the stress of external 
nd ane evaluation. 
5 analy.|" rhe things that research has found 
S Tapidly| ourage creativity in organizations 
ye so obvious that they hardly need 
Spot’? | isting,” said Mr. Smith. “First is sat- 
factory financial compensation. Sec- 
ends less}. is recognition. Third is adequate 
stage and] scistants. 
lem, but} «igh on the list is the oppportunity 
’e it. The} the creative man to select his own 
€ 0M the] oblems and his own methods for 
hed from their solution. It is obviously to the 
t he Can tage of management if it wishes 
ution. He ip foster creativity to stimulate it, to 
thod, too encourage it, to assist it, to recognize 
| Anxious |+ and, above all, to be willing to pay 
and avoid for it.” 

In the gestion period Mr. Smith was 
he other|,ced if he thought there was a cor- 
Achieve-| ation between creative ability and 
situations | secutive ability. He said he couldn’t 
for Some-| answer but he suspected there might 
T10r. tie a negative correlation, for a good 
less au-|,xecutive would need high analytical 
and less}and evaluative ability but it would 
han their |)p unlikely to find anyone who would 
are less |e superior in all three respects—ana- 
authority lytical, evaluative and creative. 
ccept it 
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fact that 
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Equitable Boosts Sales In 
President’s Month Drive 


Equitable Society, with ordinary 
volume of $467,013,587 and group vol- 
une of $395,192,672 during April, 
president’s month, showed increases 
in ordinary volume, binder volume, 
total cases, binder cases and percent- 
age of cases written on binder. 
Individual leader in ordinary volume 
for the sales campaign was Richard 
J: Furgatch, New York. Group sales 
lader was W. J. Carter, Boston. 
Agency leader in ordinary volume was 
the Goldman agency, Peoria, I1l., which 
aso placed first in ordinary cases, 
binder cases and binder volume. The 
Ryan agency, Detroit, took first place 
inagency group sales. 
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istered! Two Sammy Winners 










Oscar came first. Then Emmy. And 
tow—the Sammy awards for outstand- 
ing salesmanship, presented annually 
by Los Angeles Sales Executives Club. 
: this year were two life in- 
s | Stance agents: Robert A. Brown Sr., 
4 Pacific Mutual Life (left), and John 
old @ | M. Russon, Massachusetts Mutual Life 
tudelé | both of Los Angeles. 
Mr. Brown, who is 74, is currently 


Mutual. Mr. Russon, who paid for more 
than $2.5 million of life insurance last 
year, was named Massachusetts Mu- 
tual’s 1960 man of the year. 














Cites Home Office 
Delays On Service 
As Irking Agents 


Jack D. Garfunkel, agent of Mutual 
Benefit Life at New York, agrees with 
the agent whose letter was recently 
printed in The National Underwriter 
about the amount of service an agent is 
expected to give clients even though 
there is no compensation in it. Like 
the writer of the original letter, Mr. 
Garfunkel is both a CLU and a mem- 
ber of the Million Dollar Round Table. 
He writes: 

The May 13 issue included a letter 
from an underwriter who you stated 
was both a CLU and a member of the 
Million Dollar Round Table and who 
evidently gives a professional type of 
service to his clients and is concerned 
with the increasing cost and problems 
in connection with giving this continu- 
ous service to his clients. 

I am fully in agreement with the 
thoughts expressed by the writer to 
the effect that service that is really 
service, is an expensive, tedious and 
time consuming thing. This is a prob- 
lem which I do not believe is given the 
attention and consideration that it mer- 
its, by both the men in the field and 
the home offices. 


Client Merits Service 


As one who subscribes to the idea 
that the client is entitled to service 
throughout the years, I would like to 
point up one area which seems to con- 
sume considerable amount of time, let- 
ter writing and/or telephoning. In the 
course of service to clients, it is neces- 
sary to communicate with many home 
offices. I find that some home offices 
are very prompt and efficient in rout- 
ing and handling the matters about 
which we write on behalf of the policy- 
holder. We do, however, find that a 
number of home offices are inefficient 
and as a result of their inefficiency 
cause additional correspondence, tele- 
phone calls and unnecessary delay in 
giving service to the client. When 
these things occur, as they do all too 
often, it is very exasperating, as they 
add to the cost of serving the client. 

One of our largest companies, I have 
found, has been the prime offender in 
this direction, and despite the fact that 
I have attempted by correspondence 
with the heads of departments, over a 
period of the last two years, to point 
out to them the problems we have in 
matters with their various depart- 
ments, there does not seem to be any 
improvement. In fact, at the time of 
this writing, there is a matter pending 
with them which -has been dragging 
on for nearly three weeks, whereas it 
should normally have taken no more 
than three days. 

I am writing this letter on behalf of 
myself and the many other field men 
who suffer from similar experiences, 
with the thought in mind that compa- 
ny officials will recognize this problem 
of the field underwriter, and do as 
much as possible to alleviate same. 

Production is most important, but 
coincident with this there is a respon- 
sibility on the part of the companies to 
see to it that the field underwriter, 
whose career is built around service to 
the client, is given as much considera- 
tion as possible in his relations with 
the companies. 


Life Supervisors Plan Outing 

Life Agency Supervisors Club of Chi- 
cago will hold its annual golf outing 
at Itasca Country Club, June 29. Don- 
ald B. Clements, division manager 
Prudential, is outing chairman. 
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I SUPERINTENDENT OF AGENTS! 


What Would You 
Offer Prospective 
Agents If You Were 
On That Side 
Of The Desk? 


We supply personalized coverage for prudent people. This coverage 
includes life, accident, sickness and hospitalization. To do this we 
have given our agents complete, comprehensive training . . . un- 
limited avenues for advancement . . . generous renewals .. . and 
contracts as liberal as you will find in the entire field. We think 
this adds up to a great opportunity. If you think so too, write C. M. 
Mitchell, Vice President and Superintendent of Agents, Postal Life 
& Casualty Insurance Company, 612 West 47th Street, Kansas City 
12, Missouri. He’ll give you all the details. 


POSTAL LIFE & Casualty Insurance Co. 


612 WEST FORTY-SEVENTH STREET, KANSAS CITY 12, MISSOURI 











HIGHER 
STANDARDS 
OF 
EXCELLENCE 


“We must know that this battle of 
life insurance cannot be fought by 
ivory-tower home office manage- 
ment decisions alone, but by close, 
on-the-ground contact with the 
sales team — the real heart of any 
marketing organization.” 

J. D. Anderson, President 


in a speech at LIAMA Spring 
Conference, Chicago, 1961 


Guarantee Mutual Life Company 
Omaha, Nebraska 
LIFE @ ACCIDENT ¢ SICKNESS © HOSPITALIZATION 
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FteNATIONAL UNDERWRITER 


Careless Replacers Impaled On Grapevine 


(CONTINUED FROM PAGE 2) 
hunting from November to March, 
fishing from March to June, spends a 
summer month in his cottage at Paw- 
ley’s Island or Myrtle Beach, and says, 
*“What’s all this stuff about buying in- 
surance by going into debt?” or “Term 
insurance! Hell, there’s no return on 
that.” The Million Dollar Round Table 
man in my office averaged over $15 
per $1,000 first year commissions last 
year, and he won’t add term riders. 


Replacements our career men just 
dcn’t go for. We can’t, because we 
yave to live with these people every 
day. We can’t get lost in the big-town 
jungle. If we say something it had 
better be true, or we’re impaled on the 
community grape-vine. A sharpie un- 
derwriter doesn’t last any longer in 
this country than a TV cowboy with a 
slow draw. 


gimmicks and on claims that can’t be 
substantiated the lapses, generally re- 
placed, I’m sure are terrific. The rela- 
tion of new business to gains of insur- 
ance in the force, as shown in the an- 
nual statement, tells the story of these 
lapses. 

But even so, the replacing agent 
rarely steps out of bounds in either 
recommendations. For one thing, he 
doesn’t have to. The insured may have 
been sold on some gimmick or claim 
and may not have read his policy. But 
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asked him, and says, “Neig'bor, Sale: 

$346 a little high for a $10,000 ona” 

nary life policy at age 22?” central Sti 
Neighbor says yes, it could be, sing neW sale 


his own company’s rate is about $ 


We do have replacements of another 
type. Where a company has to rely on 





BRANCHES IN THE FOLLOWING CITIES: Baltimore « Boise * Boston 
Chicago « Cincinnati e Cleveland « Columbus « Denver e Detroit ¢ Flint 


Grand Rapidse Hartford e Honolulu e Indianapolis « Los Angeles e Miami 


Spokane « Washington, D.C. 


A most enjoyable weekend cruise is ended. Yet, 
the Skipper lingers on deck, engrossed in con- 
versation. The subject is one that is dear to the 
Skipper’s heart: retirement. At present he is 
strictly a weekend sailor—board meetings and 
the complexities of corporation management 
leave him no other course. But the Skipper has 
a dream. Some day he wants to cast off those 
responsibilities and roam where wind and sail 
will take him— Bermuda, Nassau, perhaps even 
Tahiti. This is a dream as old as time, and one 
not limited to board chairmen, but it does call 
for money. 


Now the Skipper is a man of means, true—yet in 
his dream he wants to leave financial cares hull 


Minneapolise Newarke Oklahoma Citye Philadelphiae Phoenixe Pittsburgh 


Portland « Richmond « Saginaw e San Diego e San Francisco « Seattle - 
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down over the horizon. That is why his good 
friend M. L. Broker has just suggested a Manu- 
facturers Life Retirement Annuity. Small wonder 
the Skipper is all smiles! A guaranteed invest- 
ment, and yet—not a single investment worry! 
Nil desperandum. Cares tossed to the wind. (Hard 
sell tossed with them, too, in fact, Mr. M. L. 
Broker’s famed Ratemanship* was barely taxed.) 
That gleam in the Skipper’s eye? Very special. 
It only happens when a man realizes that his 
dream will come true. 


*RATEMANSHIP—thai superb blending of Sales- 
manship plus carefree Retirement Annuity plans 
as practised by brokers who use the Manu- 
facturers Life. 
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the same old reliable grapevine wises 
him up. He calls a neighbor in the life 





Ship-shape for future horizons 
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So our policyholder says, “Wel} . The 
didn’t pay anything for this policym is the fir 
just signed a note—so how do I get gfse stamps ! 
of paying it?” Neighbor allows tmonWi 

maybe he can’t, and why not pay jg Catl 

But by now, our friend is pretty mal company 
over this thing. He calls the bank ap spurt sale 
is handling the paper, and the bapipes used 















gives the note back to the ins 


company, the insurance compapuch a8 th: 
passes it on to a no-address collectipime We W 
agency, and our friend goes to the jnppecial APPS 
surance commissioner. All comes gjgor US by K 
well eventually, but there’s hell to payobave the 1 
while it’s going on. Harold E. 

Needless to say, the man doesn’t fanprice preside: 
for any more gimmicks, and he tejgommented: 
the story all over town. All his friengjman is 2 4. 


start pulling in their policies and jpWe decided 
trade-in day. It’s rough, but there’s ypenind the 
law against it. Everybody gets togeth.ptamPs: wit 
er at the underwriters associationsft nation's 
meetings and laughs about it, ikeputefire 2PP 
Republicans and Democrats in theness.” 3 
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perhaps, but then they don’t have aspaste in it | 
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and anyway John Q. Public takes carefivé Prosta 
of his «wn policing, given time. 1961 gift b 
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full texts of the speeches of the GAMC : 
program at Fort Lauderdale, is in William 
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dresses by Lillian G. Hogue, New| ie Bureat 
York Life, Detroit; E. Clare Weber,|“nway, — 
New England Life, Cleveland; Elmer L.| dent; Wil 
Nicholson, agency vice-president of] & Casual! 
Connecticut General, and Wylie Craig, | John Conl 


vice-president of Georgia Internation. | secretary, 
al Life. bined of C 


oe A prope 
Two West Orange, N.]., High School Tt 
Students Win Colonial Scholarship | ¢ past pr 
Two West Orange, N.J. high school | ynanimou 
seniors—Mary A. Ratchford of the} The as: 
Marylawn of the Oranges High School | unveiled 1 
and Jeffrey C. Keil of West Orange} the comb 
High School—have been named Wil-| the hea c 
ners of Colonial Life scholarships i } thing wor 
mathematics. The scholarships, in the } tually shc 
form of $500 grants, are awarded each | other on t 
year by the company to two students] The “t 
in secondary schools of the Orange | esting po 
and Maplewood on the basis of math- 
ematical ability plus other talents which 
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his policy is the first insurance company to 
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not pay j Carl A. Tiffany, president, said that 
pretty made company turned to trading stamps 
© bank thy spurt sales “because we have, in the 
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€ insuransfentive Plans and standard methods 
‘Lh as the point system, but this 
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‘S collectiofime we Wanted a dramatic plan with 

S to the j,fpecial appeal. The program developed 
Comes ggffor us by King Korn certainly seems 


hell to pgpohave the right ingredients.” 
Harold E. Stout, Central Standard’s 





doesn’t fare president and director of agencies, 
nd he tajgommented: “Behind every successful 
his frien afman is a dynamic, ambitious woman. 


eS and ite decided to get the salesmen’s wives 
t there’s ppehind the campaign, and trading 
ets togeth.ptamps, with their proved success in 
'SSOciations fie nation’s supermarkets, have this 
It it, likepurefire appeal to women’s acquisitive- 
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ineell The first step in the campaign will 
tough likefe the mailing, directly to the wives, 
Sachusetts fol @ saver book, 30 free stamps to 
t have asjpaste in it as a beginning, a four-page 
ice, either Prochure, explaining the sales incen- 
takes carefive program, and King Korn’s new 
le. 1961 gift book. All executives of the 
company agree that, as members of the 
GAMC 
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ttion _|mmes of likely prospects for their hus- 
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IL A&S Forum. Elects 
William Bruce President: 
Sees Film On Smoking 


At its May meeting, Illinois A&S 
Underwriters Forum elected William 
Bruce, Employees Life, to the presi- 
dency, succeeding Sam Serio, Bankers 
Life & Casualty. 

Other officers elected were Fred 
Dirrick, Municipal of Chicago, 1st vice- 
president; Robert Fogel, Illinois Serv- 
ice Bureau, 2nd vice-president; James 
Conway, Prudential, 3rd _vice-presi- 
dent; William Phelps, Bankers Life 
& Casualty, corresponding secretary; 
John Conlon, Prudence Life, recording 
secretary, and Charles Hass, Com- 
bined of Chicago, treasurer. 

A proposed amendment to the asso- 
ciation’s by-laws which would create 
an executive board comprised equally 
of past presidents and non-officers was 
unanimously passed. 

The association’s new camera was 
unveiled for the first time, but it took 
the combined efforts of everyone at 
the head of the table to get the 
thing working. Two films were even- 
tually shown—one on aphasia and the 
other on tobacco. 

The tobacco film made some inter- 
esting points regarding smoking and 
the body. Essentially a process of dry 
distillation, 35% of the nicotine is 
burnt as soon as a cigarette is lit. 
Another 45% of the nicotine is ab- 
sorbed by the tobacco, with only about 
15% actually entering the mouth. 
Most of this 15% goes directly to the 
left side of the heart, which pumps 
it to all parts of the body. 

Although the immediate affect of 
the nicotine provides stimulation, it 
eventually always proves a paralytic 
agent, to one degree or another. Should 
the smoker be able to drop the habit 
(and it is just that, no one is born 
With the desire to smoke), there are 
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no harmful after affects, as with many 
drugs. 

After informing its audience of such 
fascinating tidbits as the fact that lip 
cancer is most prevalent among pipe 
smokers, the film closed by remarking 
that helped by so-call glamorous ad- 
vertising, smoking is a habit easily ac- 
quired, difficult to break. It is up to 
the individual whether he wishes to 
take the potential risk. 


Minn. Agents Elect 
Gauck President At 
Minneapolis Meeting 


Minnesota Assn. of Life Underwrit- 
ers elected Carl T. Gauck, Northwest- 
ern National Life, president at its an- 
nual convention in Minneapolis. 

Other new officers are F. R. Olsen, 
Northwestern Mutual Life,  vice- 
president; J. P. Devine, Occidental of 
California, St. Paul, treasurer; and G. 
B. Serrill, American Mutual of Minne- 
apolis, secretary. Named national com- 
mitteeman was Alan W. Giles, Incen- 
tive Plan Services of Minneapolis. 

An attendance of more than 800 was 
on hand to hear William North, presi- 
dent NALU, deliver a talk entitled 
“Beyond the Horizon”; Charles Mc- 
Caffrey, Wharton School, “Modern 
Trends in Advanced Underwriting’; 
John Pillsbury Jr., president North- 
western National Life, “The Agent: A 
Life Insurance Company’s Greatest As- 
set”; and Everett Posz, district man- 
ager Fuller Brush, “Streamline Your 
Job for Greater Success in the 60s.” 

Other speakers included Gov. An- 
dersen and Commissioner Magnusson. 
The luncheon was devoted to a presen- 
tation by Minnesota Heart Assn. to 
various agents for their work. 


MDRT Members Queried 
On Meeting In Europe 


(CONTINUED FROM PAGE 2) 
market value of home and size of 
mortgage; total net worth; percentage 
of 1960 gross cash income from life 
insurance that was used for business 
expenses, according to various speci- 
fied categories. 

Respondent’s office staff situation 
(amount of secretarial help, etc.); 
number of phone calls per week for 
life insurance interviews; number of 
face-to-face life insurance interviews 
per week; number of evening calls per 
week selling life insurance; number of 
Saturdays per year selling life insur- 
ance; number of hours per week on 
life insurance work; number of weeks 
vacation in 1960. 

Population of area in which respon- 
dent works; number of clients and/or 
policyholders; percentage of 1960 life 
insurance sales procured on lives of 
old clients; income bracket of most of 
respondent’s life insurance buyers; if 
respondent has a son, will respondent 
encourage him to enter the business— 
or has he already entered it; age at 
which respondent plans to retire; num- 
ber of MDRT annual meetings thus 
far attended; preference as meeting 
places (resort hotel, semi-resort hotel, 
commercial hotel in a medium-size 
city or in a large city). 

If the respondent’s company has a 
top production club, he is asked to 
name it, the date of its organization, 
its basic membership requirements and 
the types of life insurance policies 
credited and how they are credited. 


Ruttler Wins lowa Agents Award 
Charles A. Kuttler, former Cedar 

Rapids general agent of National Life 

of Vermont, has been named man of 


the year and presented with the New- 
ell Day award for “service to the pro- 
fession” by Iowa Life Underwriters 
Assn. Mr. Kuttler, now a _ technical 
consultant to his old agency, had been 
with National for 32 years when he 
retired in 1959. 


Louis Manza Elected Head 
Of Baltimore Agents Unit 


Louis A. Manza, district manager of 
Metropolitan Life, was elected presi- 
dent of Baltimore Life Underwriters 
Assn. at its annual meeting. He suc- 
ceeds Frank J. Rubenstein, Equitable 
Society, who was named chairman. 

Other officers elected were Richard 
M. Patterson, Massachusetts Mutual, 
Ist vice-president; John T. Gaither, 
Sun Life of Baltimore, 2nd vice-presi- 
dent; Helen C. Hottenbacher, secre- 
tary, and George S. Robertson, trea- 
surer. 

Elected directors were Morton Y. 
Bullock III, John Hancock; Richard L. 
Samuel D. Treece, Acacia Mutual Life; 
George S. Weigel, Prudential, and E. 
Hambleton Welbourne Jr., Connecti- 
cut General. 
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Mich. Agents Elect 
Moody President At 


Detroit Convention 
Mighigan Assn. of Life Underwriters 
held its annual convention in Detroit 
with about 600 persons attending. 
Newly-elected officers are: Carl E. 
Moody, Detroit, president; William A. 


Wadsworth, Traverse City,  vice- 
president; John H. Forshar, Grand 
Rapids, secretary-treasurer. Regional 


vice-presidents are Malcolm A. Camp- 
bell, Monroe; Robert Grant, Durand; 
David M. Bailey, Battle Creek; Harold 
Banta, Muskegon; Aarol W. Irish, Sag- 
inaw; and John A. O’Brien, Escanaba. 

Life Insurance Leaders of Michigan, 
affiliated with the state association, 
also held its annual meeting and 
Marvin E. Muilenberg, Grand Rapids, 
was elected president. The second 
day of the convention included the 
Detroit Life Underwriters sales con- 
gress. 

Important matters voted upon at the 
annual business session included a 
name change for Central Upper Penin- 
sula Assn. of Life Underwriters, and 
the division of Lenawee-Hillsdale Assn. 
into two associations. 





A MAN WHOSE 


We want to meet an am- 

bitious, successful life un- 
derwriter with keen, good 
judgment. We know that 
he'll angeles the SUN LIFE 
personal producing General Agent 
Plan. We're sure he'll make the 
best use of our sales assistance, 
training aids and home office 
cooperation. 


a few of these are: 


service fees. 


assistance. 


low-cost policies. 
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If your “goal is growth,” we invite your 
inquiry about SUN LIFE advantages. Just 


© Top vested commissions with life-time 


Effective sales promotion with prompt, 
individual home office counsel and 


© Complete diversified kit of competitive, 
Write today or just pin thts page to 


your letterhead for a prompt reply. Your 
inquiry held in confidence. 
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No matter how it turns out, the 
study of association group that NALU 
has just embarked on is bound to have 
far-reaching and worthwhile results. 
It starts out on the right foot by being 
conducted by an actuarial firm of the 
standing of Bowles, Andrews & 
Towne. Thus nobody will have any 
basis for attacking the integrity of the 
findings. 

The firm has been given carte 
blanche: Let the chips fall where they 
may. NALU wants the facts. If associ- 
ation group is really a dandy thing for 
associations to buy on a member-pay- 
all basis, NALU wants to know, bitter 
as the knowledge may be. At worst, a 
lot of time will be saved that would 
otherwise be devoted to useless and 
wrongly-premised fighting. 

On the other hand, if association 
group proves to be a bad thing for 
these organizations, the diagnosis will 
be hard to upset. Partisans of associa- 
tion group, whether insurers, agents, 
brokers or association leaders anxious 
to help their colleagues will have a 
tough job talking against the findings 
of competent, unbiased, well-informed 
actuaries. The findings should be par- 
ticularly helpful in the situation often 
encountered in an association or socie- 
ty: The new president or a group of 
leaders want to make their adminis- 
tration a memorable one, and they 
choose an association group program 
as the means of doing it. Often they 
are fascinated by the economics they 
have heard about in connection with 
group insurance and see in it a way of 
beating what they believe to be the 
unduly high cost of individual cover- 
age. 

Another possibility is that the 
Bowles, Andrews & Towne study will 
indicate that association group is inad- 
visable in a good many types of situa- 
tions but that in others the probable 
cost saving is sufficient to offset the 
various shortcomings of the coverage. 
If it should be found that association 
group is acceptable for some types of 
associations but not for others, the 
study should be invaluable as a yard- 


Editorial Comment 


A Sure Winner Either Way 


stick to help specific associations in 
deciding whether it would or would 
not be wise to buy one of the member- 
pay-all plans. 

NALU’s decision to investigate as- 
sociation group stems from a study 
made for the Onondaga County (N.Y.) 
Medical Society by a Chicago actuarial 
firm under sponsorship of New York 
State Assn. of Life Underwriters. As a 
result, the society decided against any 
of the association group plans it was 
considering, so it was quite a feather 
in the cap of the state life underwrit- 
ers association. 

However, this should not cause 
NALU members generally to assume 
that the Bowles, Andrews & Towne 


study will have the same result, for if 


any such assumption is made, the as- 


sumers may be in for a rude shock. Or 
they may not be. The whole point is 


that a highly competent team of re- 
searchers is going to dig into this en- 
tire matter and come up with as solid 
a body of facts as it can get together. 
Perhaps there are some in the busi- 


ness who would rather sidetrack the 
whole project unless it can positively 


be stated at the outset that the results 
will come out the “right” way. How- 
ever, neither NALU nor Bowles, An- 
drews & Towne nor anyone else can 
say at this point what the outcome 
will be. We regard it as a sign of ma- 
turity and statesmanship that NALU 
is willing to put its money into a proj- 
ect which is aimed at determining the 
truth, regardless of whom it may help 
or hurt. 

There’s another situation that we 
believe could benefit by this sort of 
approach, and that’s the replacement 


problem. If NALU has the moral cour- 
age to determine objectively when as- 
sociation group is justified and when 
it isn’t, it isn’t too much bigger a step 
to find out when policy replacements 
are justified and when they’re not. We 
happen to believe that in the great 
majority of replacements the switch is 
to the detriment of the policyholder. 
But even though this belief is doubt- 
less shared by most of the people in 
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the life insurance business, that’s still 
a long way from an unassailable body 
of facts, based on research, indicating 
specifically those situations where re- 
placement is justified, where it is not, 
and where it is more or less of a toss- 
up.—R.B.M. 





Personals 


Lloyd M. Bentsen Jr., president 
Lincoln Liberty Life, has been elected 
to the board of Reed Roller Bit Co., 
Houston manufacturer of oil field sup- 
plies. Mr. Bentsen, who served in Con- 
gress from 1948 to 1955, also is a di- 
rector of Bank of the Southwest and 
of the Southwestern Savings Associa- 
tion. 


Harry J. McCallion, associate gen- 
eral counsel of New York Life, has 
been elected chairman of the board of 
governors of the Fordham University 
Alumni Federation. Mr. McCallion re- 
ceived his law degree, cum laude, 
from Fordham in 1941. 


Francis J. Budinger, executive vice- 
president of Franklin Life, will deliver 
the commencement address to the 
1961 graduating class of Springfield 
(Ill.) Junior College. 


Thomas Burgess Jr., auditor of Mu- 
tual of New York, has been elected 
treasurer of Institute of Internal Au- 
ditors. 


Horace W. Brower, president of Oc- 
cidental of California, has been elected 
to the executive committee of Junior 
Achievement. He is a director and past 
president of Junior Achievement of 
Los Angeles County. 


Deaths 


FRANCIS W. RYAN, with the Frank 
W. Howland general agency of Massa- 
chusetts Mutual Life at Detroit for 30 
years and a life member of MDRT, 
died. Mr. Ryan was also known as an 
outstanding amateur golfer. 


WINFORD R. WOMMACK, 54, vice- 
president and agency director of Cen- 
tury Life of Fort Worth, died after an 
illness of several weeks. 


JOSEPH K. MILLIKEN, 85, a di- 
rector of Massachusetts Mutual since 
1912, died at North Dighton, Mass. He 
was also a director of Mount Hope 
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Finishing Co. of North Dis.iton, 4, 
company for which he earlier had 
been president and treasurer. and yw, 
a director of Industrial Miiiua] Fin: 
and Boston Manufacturers Mutug 
Fire. His 49 years of service 
Massachusetts Mutual represents , 
longevity record for the company; 
directors. 
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Stocks 


By H. W. Cornelius of Bacon, Whipple & ¢¢ 
135 S. LaSalle Street, Chicago, May 31, 196) 



























Bid Asky 

$ $3 
WI TNR cic nccascaseenseccatrsniastatsnsnsocs 112 145 
American General .... 49 3 
Beneficial Standard. .................... 29% 31 
Business Men’s Assurance ......... 68 1 
Cal.-Western States oc 70 % 
Commonwealth Life ..... 39 40%, 
Connecticut General ..... 219 = om 
Continental Assurance . 248 = 259 
Franklin Life... 123195 
Great Southern Life ..............0... 86 9 
Gulf Life 28 294, 
Jefferson Standard... 60% 624, 
Liberty National Life .........0.... 65 67 
Life 8 Casualty ....cecsseenesees 22% 234 
Life Of Virginia .........seseeeeseeees 88 92 
Lincoln National Life ................ 113 115 
National L. & Ax. wesceccccscsseseeeees 153 157 
North American, Ill. . 19% 29%, 
Ohio State Life ............. 51 53 
Old Line Life on... escsssceseees 68 Bid 
Old Republic Life 0.0... 21 
Republic National Life ................ 63 65 
Southland Life... 102. Bid 
Southwestern Life .......... 83 86 
Travelers 120 133 
United, Ill. 55 57 
U. S. Life 64 67 
Washington National ..................... 641 61% 
Wisconsin National Life ............ 3742 9% 


Robert Curran Elected 
Head Of N.Y.C. Agents 


Robert I. Curran Jr., Massachusetts 
Mutual, was elected president of New 
York City Life 
Underwrit- 
ers Assn. at its 
annual election 
meeting. He suc- 
ceeds Harry Phil- 
lips III, Penn Mu- 
tual Life. 

Other officers 
elected were Al- 
fred S. Howes, 
Connecticut Mu- 
tual Life, 1st vice- 
president; Mark C. 
Robert I. Curran Jr. Muller, Phoeni 
Mutual Life, educational vice-presi- 
dent; Gerard B. Tracy, National Life 
of Vermont, public relations vice 
president; Arthur H. Bikoff, Aetm 
Life, membership vice-president, and 
Charles N. Barton, Union Central Life, 
treasurer. 

Directors elected were John § 
Gaines, New York Life, and Stanley 
Liss, New York Life, for one-year 
terms; Charles E. Drimal, Penn Mu 
tual Life, for a two-year term, and, for 
three-year terms, Alfonse T. Albolino, 
Mutual of New York, Richard W. Bané- 
field, Home Life of New York, Warren 
E. Clark, Connecticut Mutual Life 
Timothy W. Foley, State Mutual Life 
Wilbur Neustein, Prudential, Hamy 
Pincus Jr., Massachusetts Mutual, Mil 
ton Weiner, Equitable Society, and 
Max H. Weis, Penn Mutual Life. 





Equitable American Heritage Shor 
Wins Freedoms Foundation Awat 

Equitable Society’s American Herit 
age television program “Not Without 
Honor” has been chosen by Freedoms 
Foundation at Valley Forge as a Georg 
Washington honor medal award wil 
ner. The award was received by Mé 
ville P. Dickenson, senior vice-pres 
dent of Equitable. 
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Comments On The Insurance Field 
From The Investment Dealer’s Chair 


By LEVERING CARTWRIGHT 
Cartwright, Valleau & Co., Board of Trade Building, Chicago 


skeptics of insurance company mergers are finally on the defensive now 
that Reliance-Standard Accident are one, also Hanover-Massachusetts Bonding. 
fairly wide arbitrage opportunities remained here almost up to the final hour, 
due to the recollection on the part of traders of that previous run of on-again, 
off-again insurance deals. 
Reliance was a strong 67-68 when the merger was perfected on the tender of 
9% of Standard Accident shares. After Standard Accident and Fireman’s Fund 
cut off their short-lived talks and when the Reliance scheme was broached, 
much Standard stock was traded at 50-51. So those that banked then on a suc- 
essful outcome are 30% ahead. Reliance is winning increased investment stand- 
ing. It now has an impressive list of acquisitions—others including Eureka 


casualty, General Casualty, Hoosier Casualty and Standard of Trenton. This 
has given Reliance experience and momentum and capabilities to deal with new 
acquisitions and opportunities. The management several years ago deliberately 

This 
xdds to the investment income per share, which is now $5. This compares 
with dividend requirements of only $2.20, or 44%. Also, Standard is currently 
enjoying an improved underwriting experience. 


company with the orthodox set. 
Standard acquisition causes no dilution of Reliance stock. It actually 


Reliance has extended the exchange offer until June 16. 
Hanover and Mass. Bonding will undoubtedly be able to work out economies 


‘Tin their joint operations that will redound to the benefit of earnings. 


aad FE aes 


With four days of no trading ahead, prices of insurance stocks were here 


and there a trifle easier Friday. Professionals lightened up, especially with 
the May 31 accounting date in mind. There was a 10,000 share offering of Aetna 
Life to absorb, and this issue was off a point. Employers group ran up easily 
for the second week and was 49 bid, 5 points better than at the start of its 
move. United of Chicago took another surge and at 55 was 5 points up from 
recent levels. Its new marble-faced skyscraper is now assuming a command- 
ing position on the north approach to Chicago’s Loop. The action of this stock 
refutes a standard theory that an insurance stock is reactionary while a new 
home office building is going up. 


U. S. Life, after going ex-the 20% stock dividend, continued to move up. 


The new stock reached 64, which was better than 76 on the old. Just before it 
sold ex, the stock was at 71. 


San Francisco buyers were looking for Northern Life of Seattle and the 


market was 170 bid with none offered, up 10 points. Farmers New World Life 
was unavailable at 170 bid. Any offerings of Farmers Underwriters Assn. 
were quickly absorbed and it was 57 bid. Truck Underwriters, which had been 
stagnant, also came to life and was 34, none. Great Southern Life was 89 bid, 
up 5 points. Standard Life of Indiana was wanted at 58. Wisconsin National 
Life was all on the bid side at 38. Northwestern National Life, which had been 
“| available recently at 95, is now 106 bid. At last it is beyond the price of 103, 
_| which is what Nationwide Corp. paid for control stock several years ago. 


SEC registration statement has been filed for 375,000 shares of Inland Life 


of Chicago, the underwriter to be A. G. Becker & Co., Chicago. This is the com- 
pany that was formed by Arthur J. Gallagher, who is a prominent general 
insurance man. The directors are eminent business men, including the presi- 
dents of Motorola, Bowman Dairy, Beatrice Foods, James B. Clow & Sons, 


Mark ¢.} Chicago Bears, Brunswick Corp. and Culligan Inc., as well as principal officers 
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of Fruehauf Trailer, National Tea, L. J. Sheridan & Co., Storer Broadcasting, 
Doyle, O’Connor & Co. 


American Indemnity Co. of Baltimore is in the process of liquidation follow- 


ing its sale of 42,963 shares of New Amsterdam Casualty and 750 shares of U.S. 
Casualty. There was an initial distribution of $225 per share with approxi- 
mately $75 to $85 per share for the final settlement. 


In connection with the discussion now proceeding on insurance terminology 


that will be more understandable to the public, it is interesting that in France 
they refer to ordinary insurance as “term.” This means the full term of the 
life that is insured. Then what we call term insurance, they designate as tem- 
porary. This might have some psychological virtue, as it would tend to 
emphasize the interim nature of what we know as term insurance. 


Provident Fund for Income Inc., as a new investment bought 19,100 shares 


of United Services Life. 


T. Rowe Price Growth Stock Fund Inc. reduced its holdings of U.S.F.&G. from 


11,000 to 5,000 shares and eliminated its investment of 2,500 shares of Fireman’s 
Fund and 3,900 shares of Maryland Casualty. 


Independence Life of Pasadena, Cal., has filed a statement with SEC seeking 
gistration of 150,000 shares, with Blyth & Co. as the underwriter. 


Et 


In this column recently we referred to the growth of Life Insurance Investors 


Inc., the mutual fund, and remarked that this had been achieved despite the 
fact that the fund was launched at the “inauspicious time” of February, 1955, 
Mauspicious” because this was just before the blowoff in the market for life 
Msurance stocks in July, 1955, that was followed by a severe decline and 
actually a five-year period of correction. Raymond T. Smith, president of Life 


ance Investors, offers an interesting comment on this, his point being 


that in effect the timing was “auspicious.” Incidentally, as of last Friday, Life 


urance Investors was able to claim unrealized gains since inception of 
million and realized gains since Jan. 31, 1961, of $60,000. The assets were 


nearly $18 million. “The fact that life stocks were becoming popular in Febru- 
ary, 1955, is what made it possible to sell stock of a trust specializing in life 
stocks,” Mr. Smith remarks. “We tried to interest underwriters several years 
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LIFE INSURANCE EDITION 


Lauds ‘Prospectus’ 
Method To Curb 
I'wisting Danger 


(CONTINUED FROM PAGE 1) 

will adequately protect the public, he 
wanted to make it clear that Mutual 
Life doesn’t want replacement busi- 
ness that should be kept in force in 
other companies—and by the same 
token, the company doesn’t want its 
own business raided by twisters—in- 
side or outside—“‘and we will make 
every effort to conserve business on 
our policyholders when we are able to 
get the facts.” He suggested that any 
Mutual agent who finds someone at- 
tempting to twist his policies ask the 
policyholder to insist that any propo- 
sals be made in writing and signed by 
the agent making the proposal. The 
home office will be happy to help in 
analyzing for the policyholder any 
such proposals relating to Mutual’s 
business and help in every way pos- 
sible to conserve it. 


Traces Mutual’s Growth 

Mr. Hull also traced Mutual’s growth 
since 1940, showing that the billion 
dollars of ordinary business it sold in 
1960 was a five-fold increase over the 
1940 volume, that its life insurance in 
force rose 120% to $8.1 billion, and 
that its total dividends rose almost 
300% to $50.7 million during the 20 
years. In 1952 Mutual’s new business 
amounted to 7.2% of its total insur- 
ance in force, but in 1960 the sales 
were equal to 16.5% of insurance in 
force, and put the company in sixth 
place among 24 major companies on 
that basis of measurement and only 
1.6% behind the industry leader. Mr. 
Hull used charts to illustrate his dis- 
cussion of the company’s growth, which 
he termed “a story of what modern 
management can do for a business. 
Overhauled In 1940s 

The 1940s, said Mr. Hull, were spent 
overhauling the company’s organiza- 
tion and operating methods. In the 
early 1950s, the emphasis shifted to 
product design and policyholder pref- 
erences. Premium rates went down 
and a program of planned growth was 
adopted. The company entered the 
group and health insurance fields. 
Since 1950 it has announced more than 
30 important new product develop- 
ments and in 1960, 40% of its total 
new premium income was from prod- 
ucts it did not issue 10 years ago. 

Shelley S. Goren of the Myer (New 
York City) agency was chosen as 
“Man of the Year” and given a silver 
cup symbolizing the honor. The award 
is based on sales achievement, service 
to policyholders and contributions to 
the insurance industry and the agent’s 
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SURPRISE TRIBUTE to company’s 
leading agent: Chairman Louis W. 
Dawson of Mutual of New York pre- 
sents a portrait of Jacob W. Shoul of 
Boston to Mrs. and Mrs. Shoul in ap- 
preciation of Mr. Shoul’s consistent 
sales leadership. He has led the com- 
pany for the last 15 years and has 
been no lower than second in the last 
30. The presentation was made at New 
York during Mutual’s national field 
club convention. 





community. Mr. Goren sold more than 
$1.4 million in 1960. He is a life and 
qualifying member of the Million 
Dollar Round Table. He is a past 
president of the Great Neck Synagogue 
and has served as chairman of the 
life insurance division of Federation 
of Jewish Charities and co-chairman 
of the United Jewish Appeal in the 
life insurance industry. 

Executive Vice-president J. McCall 
Hughes announced the company’s de- 
cision to use “health insurance” as 
the generic designation for contracts 
now listed as accident and sickness. 
He pointed out that it is a positive 
term, paralleling life insurance. 


Three New Plans Announced 


Three new health insurance plans 
were announced at the convention: 

1. Individual major medical, with 
deductible and coinsurance and a 
maximum benefit up to $15,000 per 
illness or accident. 

2. Non-cancellable-to-age-65 disa- 
bility income, with reduced premiums. 

3. An executive travel accident pol- 
icy for up to $100,000 in death bene- 
fits for certain types of accidental 
death. 

A featured speaker was Mrs. Oveta 
Hobby, who was the first Secretary of 
Health, Education & Welfare. She said 
Americans must learn more of their 
own history if they are to survive the 
cold war. This, she said, is even more 
important than knowledge of Commu- 
nism itself, but she also urged that 
Americans acquire the ability to “doc- 
ument Communist godlessness and op- 
pression.” 


(United States Life has moved its 
Pacific region office to 500 South Vir- 
gil Avenue, Los Angeles. 





prior, but they said the stock of a trust specializing in life stocks couldn’t be 


sold. 


“Now as to the bull market in life insurance stocks exploded in July of that 


year—that actually helped the managers to buy stocks at more realistic 
market prices. When we got the money in February, 1955, we didn’t rush in 
and buy stocks indiscriminately, glamor stocks and all. We carefully researched 
every possible purchase. If we thought the market was out of line with our 
conservative way of figuring intrinsic values, we didn’t buy. That is why less 
than half of the proceeds turned over to us in February 1955 was not invested 
in life stocks when the dip came in July 1955. 

“Actually, it was an ‘auspicious time’ because 1—the high market in February 
1955 enabled the underwriters to sell Life Insurance Investors Inc. stock, and, 
2—because the market sold off sharply following July, the fund managers 
were able to buy many life stocks which previously did not qualify for our 
conservative standards of value. Only about one-half of the funds received 
from the underwriters were invested in life stocks—and incidentally, the 
unrealized profits as of July 31, 1955 on the amount invested was about 
$2,900,000. 

“T should also point out that during the five years of sharply fluctuating 
market prices, the trust realized from sales and passed on to stockholders 
large amounts in capital gains. This was made posible only because the 
managing directors were in touch with several special situations in which the 
fund invested during this difficult period.” 
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(CONTINUED FROM PAGE 1) 

three more tax rate rises just to pay 
for the present system of benefits. 
When the last of these goes into effect, 
in 1969, the tax rates paid by employ- 
ers and employes will be 44%% each 
and those paid by self-employed indi- 
viduals 634%. From there on, social 
security taxes will run as high as $216 
a year for employers and employes 
and $324 for the self-employed. That 
is, because of increases in tax rates 
and tax base, social security taxes will 
have risen more than seven times 
since 1949. 

Even today, Mr. Adams pointed out, 
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Rates—$22 per inch per insertien—1 inch 
minimum—sold in units of half-inches. 
Limit—40 words per inch. Deadline 4 P.M. 
Friday of week before publicatien in Chicage 
office—175 W. Jackson Blvd. Individuals 
placing ads are requested te make payment 
in advance. 
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LIFE and A&S 
PRODUCTION POSITION WANTED 
Here are my qualifications: !|—Agent-Superin- 
tendent-General Agent-Asst. Vice President and 
President 2—Represented both Large Eastern 
& Southern Company 3—Ten years Home Office 
experience 4—ten years Field experience 5— 
Developed modern up to date complete port- 
folio of Life and A&S contracts 6—Trained & 
supervised over 1000 full time agents, Gen 
Agents and Managers of a billion dollar South- 
ern company. 7—Over one million of A&S Pre- 
mium income developed from scratch within 3 
years. 8—Bona fide reason for seeking greater 
opportunity where stock option is available. 9— 
A personal interview can determine compensa- 
tion or salary including commission or override 
on future business produced. 10—Top references. 
Il—Age 47. 12—Location: prefer South-Midwest- 
West. Write to Y-57, National Underwriter, 175 

W. Jackson Blvd., Chicago 4, III. 











EXPERIENCED AGENCY MAN 
LIFE 


One capable of handling responsibility 
of agents and agencies. The man selected 
for this well-paying position must have 
proven experience. All replies confidential. 
Please state full particulars in first letter. 
Old established Mid-West Life Company. 
Write to Y-60, National Underwriter, 175 
W. Jackson Blvd., Chicago 4, Illinois. 








Life Underwriter 

Excellent opportunity in a growing company in 
Los Angeles for an underwriter with 3 to 5 years 
experience in life; some A & S helpful. Good 
potential. Complet ploy benefits. Our 
staff knows of this ad.. Please submit resume 
to Y-58, National Underwriter, 175 W. Jackson 
Bivd., Chicago 4, III. 











WE WILL PAY CASH 
for ownership of a smail life or property in- 
surance company. Want a going concern. Prefer 
a stock company. Al! replies confidential. Write 
to Y-62, National Underwriter, 175 W. Jackson 
Bivd., Chicago 4, Illinois. 








Experienced Life and H&A producer de- 
sires contract with company interested in 
developing the State of Indiana. Volume 
no problem with Company's cooperation. 
Write to Y-68, National Underwriter, 175 
W. Jackson Blvd., Chicago 4, Illinois. 








EXPERIENCED WOMAN EDITOR WANTED 


For ploy gazi Photography, layout 
through printer, and assist Public Relations 
Director in various duties. New building, good 
pay, and benefits. 

NATIONAL LIFE INSURANCE CO., 








Montpelier, Vermont. 
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NALU Is Against Social Security Bill 


there are many persons whose social 
security taxes exceed their ordinary 
federal income taxes. By 1969 the 
number of persons in this category 
will have risen tremendously even if 
the present law is left unchanged. 

In opposing the proposed changes, 
Mr. Adams emphasized that the future 
social security taxes called for by ex- 
isting law are predicated upon the so- 
called “intermediate cost” estimates 
prepared from time to time by the So- 
cial Security Administration for the 
guidance of Congress. These inter- 
mediate estimates have been the “of- 
ficial” estimates on which the finance 
committee has always relied in evalu- 
ating the cost of social security legis- 
lation. 

“However, said Mr. Adams, “we 
should like to point out that your com- 
mittee has consistently recognized that 
the “intermediate cost estimate does 
not represent the most probable esti- 
mate, since it is impossible to develop 
any such figures. Rather it has been set 
down as a convenient and readily 
available single set of figures to use for 
comparative purposes’ (See, for ex- 
ample, Senate Report No. 1856, 86th 
Congress, second session, at page 43.) 

“Thus, since the intermediate cost 
estimate is admittedly a sort of con- 
venient fiction, we hope that your com- 
mittee will not lose sight of the dis- 
tinct possibility that the actual cost of 
the present program could very con- 
ceivably turn out to be even consider- 
ably higher than projected in such es- 
timates and that future Congresses 
may consequently have to increase 
presently scheduled taxes still further 
simply to support the existing benefit 
structure.” 


Hits ‘Economy Booster’ Role 


Mr. Adams was also critical of HR 
6027 as a booster of temporarily de- 
pressed economic conditions. He point- 
ed out that it is a cut-down version of 
the administration’s social security 
bill, HR 4571, which President Kenne- 
dy wanted passed because, among oth- 
er things, “if promptly enacted these 
improvements will give our economic 
recovery program needed impetus.” 
Presumably the President would re- 
gard HR 6027 in the same light, said 
Mr. Adams, but it would be a grave 
mistake for Congress to distort the es- 
sentially long-range nature of the so- 
cial security program by imposing on 
the participating taxpayers an addi- 
tional permanent tax burden in order 
to make the program a means of cop- 
ing with problems resulting from tem- 
porary ups and downs in the national 
economy. 

Mr. Adams also doubted that enact- 
ment of HR 6027 would in fact produce 
the economic stimulation hoped for by 
the President. It is NALU’s under- 
standing that a substantial number of 
those who would get the greatest ben- 
efit from HR 6027 are also recipients 
of aid under one of several federal- 
state public assistance programs and 
that such increased social security 
benefits as these individuals would re- 
ceive under this bill would tend to be 
offset—and properly so—by corre- 
sponding reductions in their public as- 
sistance benefits. If this is true, then it 
is obvious that these individuals would 
wind up with about the same amount 
of purchasing power as they now 
have, and thus would not be in any 
better position than at present to give 
“impetus” to the economic recovery 
program. 

Discussing. specific objections to in- 
dividual provisions of the bill, Mr. Ad- 
ams opposed the proposal to increase 


the minimum benefit because it seems 
that any further increase in the mini- 
mum benefit level may create strong 
pressure to boost the maximum bene- 
fits. Also, further arbitrary increases 
in the minimum benefit would have a 
definite tendency to lead to the even- 
tual breakdown of the established re- 
lationship between wages and benefits 
at any level. 

NALU also objects to the reduction 
of the retirement age for male workers 
as being particularly undesirable. The 
big reason for cutting the women’s re- 
tirement age to 62 was that women 
are usually several years younger than 
their husbands and this meant a low- 
ered social security income until the 
wife reached 65. For Congress now to 
cut the retirement age for men to 62 
would clearly negate this earlier ac- 
tion and no doubt generate new pres- 
sures for a further age reduction for 
women, Mr. Adams said. 


Skills Will Be Needed 


In addition, now that people are en- 
joying the benefits of greater longevi- 
ty, “we feel it would be both socially 
and economically undesirable for Con- 
gress to pass a law that would tend to 
induce, and in many cases force, men 
to terminate their productive lives at 
age 62,” said Mr. Adams. “Such action 
would be all the more unfortunate and 
uncalled-for in the face of the strong 
possibility that during the decade of 
the 60s the national economy will 
have an almost unprecedented need 
for the skill and experience of older 
workers because of the expected rela- 
tive dearth of young and middle-aged 
workers during this crucial period.” 

The proposal to increase the wid- 
ow’s benefit to 8242% of the deceased 
husband’s own primary benefit is 
purely arbitrary and represents a step 
in the direction of ultimately increas- 
ing the widow’s benefit to 100% of the 
husband’s primary benefit, said Mr. 
Adams. Moreover, under the proposed 
increase, many widows who had never 
been in the labor market at all would 
receive benefits greater than those re- 
ceived by retired women workers who 
have paid substantial taxes into the 
program. This could easily lead to 
strong protests of discrimination from 
such women workers and demands 
that their own benefits be increased. 


Michigan Life Attains 


$500 Million In Force 


Michigan Life has reached the half- 
billion-dollar mark in insurance in 
force, less than 18 months after it had 
attained $400 million. It had taken 26 
years to reach the first milestone of 
$100 million. 

Michigan Life has also produced a 
new rate book based on the 1958 CSO 
mortality table. In addition, the com- 
pany has introduced policy innovations 
which include a special, low-cost plan 
for women, a series of basic decreas- 
ing term policies, a series of partici- 
pating policies, automatic waiver of 
premium disability benefits with some 
contracts, and some policy riders which 
include a guaranteed purchase option. 


N.Y. SBLI Figures Misstated 

The 1960 sales and in-force figures 
of the New York Savings Bank Life 
insurance system were given incor- 
rectly in the tabulation of New York 
business in the May 6 issue. The cor- 
rect new business figures, including 
revivals and increases, are $56,511,023 
for ordinary and $14,053,950 for group. 
The corresponding in-force figures are 
$391,900,594 and $56,690,055. 













SEC Statement O:, 
Pru Variable Annuity | 
Exemption Is Given 


(CONTINUED FROM PAG 1) 
holders of variable annuity contra. 
will only be entitled to vote for dire 
ors, charter amendments and mergp 
and does not provide for sharehgj 
approval of other matters, inclug 
changes in certain investment polig 
which would govern the fund, as pg 
vided in the act. 

“Under New Jersey law, seven out gi 
Prudential’s 23-man board of directg, 
are appointed rather than elected; a 
the present application seeks an opge 
permitting the continuance of such apt 
rangement and the election by Prude, 
tial’s conventional insurance variahyi 
annuity contract holders of only the 
maining 16 directors. The act prohibj 
any person from serving as a direct 
of an investment company unless eleg 
ed by the security holders of the com 
pany. 

Seeks Other Exemptions 


“The Prudential application seek, 



































other exemptions from the act. Its varfuint of ti 
iable annuity contracts provide thai, not ex 
the contract owner may redeem thtbaded to 


contract before the variable annuitylunts. It 
payments commence, and receive itfen the 

value, if less than $1,000, in a lume it is te 
sum not less than 30 days after presenfiter date, 
tation, and if $1,000 or more, over a 3¢-Juithdrawn 
month period. The act, on the otherfion of the 
hand, provides that the value of re sideration, 
deemable securities must be deterliss been 1 
mined and paid within seven days aft. ition on 


er presentation for redemption. 






“Because Prudential’s variable an.} 
nuity contracts will only be sold on aj 
monthly-purchase-payment basis overl| 
a period of years, they will be periodic} 
payments plan certificates as defined 
in the act, which prohibits the sale of 














such a certificate unless it is a redeem- Alvin 
able security. In addition, the sales | 
load to be deducted by Prudential from co 
payments during the second to fourth 

years will differ proportionately from INSU 
the deductions on the fifth and tenth D 






years, which in turn will differ from 
the deductions thereafter. The act, o 








the other hand, provides that the sale] BOWLES 
load deducted from the first 12 month- 
ly payments must be proportionately MAN/ 























alike, and all succeding deduction 
must be proportionately alike.” a 
Risk & Insurance Assn. 
New Name For AAUTI || "9" 
(CONTINUED FROM PAGE 1) 
our members’ activities. In addition, 
the new name emphasizes the funda-§] 2801 North 
mental relationship between risk anij} Indianapol 
insurance as an academic discipline.” 
Mr. Gregg also pointed out that the 
new name is more in line with the | 
names of societies of other allied social E. P. E 
sciences such as American Economit 
Assn. and American Statistical Assn. A 
Basic Purpose Told Bourse Bui. 
Basic purpose of American Risk &jU 
Insurance Assn. is the furtherance ¢ | ——__ 
education and research in the area W. Ml 
of risk and insurance. It publishes the 9 
quarterly Journal of Insurance, makes CC 
the annual Elizur Wright award {fo IN 
outstanding contributions to the litera 
ture of insurance, sponsors a summé 
“fellowship” program under which a- 
ademic members do research and study | — 
in insurance company home offices HARRY 
and conducts such continuing pro; 
as the Commission on Insurance 
minology. In addition, it is vitally cot 
cerned with collegiate curricula, ha¥- 
ing made a special study in this are 
in 1961. bai 
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ren uities involving the life insurance 
AGE 1 wqness arising from withholding at 
ity contranspoutee said Mr. Satterthwaite, would 
fe for din me in such complicated contractual 
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and mei : as policyholder divi- 
shareho nds accumulation accounts, interest 
's, inel a ied to certain death benefit pay- 
nent po wats, interest paid under death bene- 
und, as "settlement options, and to interest 

7s EMT edited to premium deposits paid in 
nce. Moreover, application of the 
withholding procedures to 














seven out gpav 


Of directoyptopose? : eee 
~ investment income of life insur- 












elected: anit 

ks — ug ce companies would result in a sub- 
- of such »,pantial loss of such income, he said. 
by Prue Discussing the problem of interest 





1ce Variah in policyholder dividend accumulation 
‘Eecounts, Mr. Satterthwaite said: 
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S a directa “Applying withholding to these divi- 
Anless elegiend accumulation accounts offers 
of the comfeyeral difficulties. It is generally 
geed that withholding should be ap- 
lied only to income which is clearly 
i yable. Moreover, the taxability of 
ation seekjlie income must be determinable in 
act. Its varoint of time. These basic conditions 
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Tecelve itivhen the company credits this inter- 
in a lumplst it is taxable currently or at some 
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lue of re. sideration, the Treasury Department 
be deter. has been unable to make a determin- 
n days aft-Ition on this point. Under the cir- 
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1s. Protest Tax On Interest Payments 


cumstances, the life insurance com- 
panies would not know when to apply 
withholding to these items of interest. 
If a company should withhold at the 
time the interest is credited, and sub- 
sequently it is determined that with- 
holding was improper, it would be 
liable to the policyholder or his bene- 
ficiary for any losses sustained. 

“On the other hand, should the com- 
pany postpone withholding to the time 
these interest items are withdrawn or 
applied to pay premiums under the 
policy, the problem of withholding 
would become very expensive and 
complicated. Once this interest is cred- 
ited it becomes part of the total divi- 
dend fund under the policy and is not 
separately identified. Consequently, 
the simplified blanket withholding sys- 
tem proposed could not be applied and 
each item of interest would have to be 
separately computed. In a large per- 
centage of cases the cost of withhold- 
ing under individualized accounting 
would exceed the amount withheld.” 


Raises Questions 


Raising questions of whether the 
revenue results of applying withhold- 
ing to the “interest-only option” pay- 
ments would be worth the effort and 
expense, Mr. Satterthwaite went on: 

“The bulk of these interest payments 
goes to widows and children, whose 
taxable income seldom exceeds ex- 
emptions. Thus the government in 
most cases would be required to re- 
fund the items withheld. This process- 





Wulfsberg Heads Slate 
Of Cal. Agents’ Assn. 


Herman J. Wulfsberg Jr., North- 
western National, Long Beach, has been 
nominated for 
president of Cali- 
fornia Assn. of 
Life Underwriters. 
He is Ist vice- 
president. 

The election will 
be held at the as- 
sociation conven- 
tion June 22 at 
Santa Barbara. 

Also nominated 
are Jules L. Rout- 
bort, Penn Mutual, 
San Francisco, 1st 
vice-president; James G. Simvoulakis, 
Prudential, Fresno, 2nd vice-president; 
and Richard F. Wollesen, Guardian 
Life, Sacramento, treasurer. 

The rest of the slate consists of re- 
gional vice-presidents. They are Len 
Franklin, Midland National, Stockton, 
region 1; Oscar Ford, New England 
Life, Visalia, region 2; Richard S. 
Smith, New York Life, San Jose, region 
3; G. Bruce Reid, Prudential, San 
Fernando Valley, region 4; Daniel J. 
Bennett, Prudential, San Bernardino, 
region 5; and G. Craig Reynolds, Con- 
necticut General, San Diego, regional 
6 


H. J. Wulfsberg Jr. 


Appearing on the convention pro- 
gram will be NALU president Wil- 
liam E. North, New York Life, Evans- 
ton, Ill.; Lester O. Schriver, executive 
vice-president of NALU; Earl Clark, 
agency vice-president of Occidental of 
California; and Jordan Olivar, head 
football coach of Yale and a CLU. A 
legislative panel is also scheduled. 
Participants will be Joseph Thomas, 
chief assistant insurance commission- 
er; State Sen. Richard Dolwig; Richard 
Wollesen; and Donald C. Burns, execu- 
tive vice-president of the association. 
considerable expense on the part of 
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ing of claims for refund would involve 
both the Treasury and the companies. 
More important, the delay in paying 
the income to these beneficiaries 
would create hardships. A reduction of 
20% in their monthly interest checks 
would greatly burden many of these 
beneficiaries. 

“It is therefore our feeling that even 
though the proposed withholding sys- 
tem could be applied to the interest- 
only option, it would be undesirable to 
do so,” he stated. 


Would Lose Interest Income 


There is no justification, Mr. Satter- 
thwaite said, for withholding on inter- 
est and dividend amounts payable to 
life companies, since the extensive 
auditing of these companies make cer- 
tain that every cent of taxable income 
is reported. Such withholding on in- 
come from interest on bonds or divi- 
dends would deprive life insurance 
companies of the immediate use of 
approximately $500 million, a situation 
obviously detrimental to the companies 
and their policyholders. 

The loss of investment income to 
the life insurance companies also 
would, in effect, constitute a substan- 
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tial tax increase. Assuming an interest 
rate of 6% on new money, this in- 
crease would amount to about $10 mil- 
lion, even if it were assumed that no 
overwithholding would result. 


Understanding Is Answer 


The proper answer, Mr. Satter- 
thwaite asserted, is taxpayer under- 
standing and adequate enforcement. 
Time should be allowed to assess 
properly the results of voluntary re- 
porting, and such a major effort should 
be supplemented by better enforce- 
ment techniques. 

Once taxpayers are made aware of 
their tax liabilities the area of en- 
forcement problems will be substan- 
tially reduced, he predicted, while en- 
forcement against those who deliber- 
ately fail to report may now be 
materially improved by the introduc- 
tion of automatic data processing and 
taxpayer account numbers. Though 
life companies will be put to great 
expense in installing these account 
numbers, their associations recognize 
their value in tax collections, and 
believe that this approach should be 
applied and amply utilized before re- 
sort to withholding. 











Be a Jump Ahead... 


The vibrant enthusiasm that comes from 
being associated with a company that’s 
always a “jump ahead” can be yours... 
if you're interested in reaping benefits de- 
rived from managing an agency of your 
own. It's a contagious enthusiasm that 
emanates from a friendly, co-operative 
home office offering ALL the elements that 
make for a happy, profitable agency rela- 
tionship. State Life’s vigorous program of 
agency building encompasses a contract 
that’s unsurpassed. Excellent opportuni- 
ties available in many states . . . so, write 
today for all the facts—no obligation, 


DIHL H. LUCUS 
Vice-President and Director of Agencies 
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connor” - - - THIS CASE CONTAINS 
on cost competitive contracts 
designed specifically for each of 


the many life insurance markets 














And more, too! Supporting The Union Central 
representative and his superb merchandise is a powerful national adver- 
tising campaign; a sound, smart sales promotion program; and quality, 
direct direct mail. His career is aided further by a proved Training and 


Educational procedure. 


This places The Union Central agent, and his Company, in a preferred 


position in today’s life insurance market place! 


The UNION CENTRAL LIFE Insurance Company, Cincinnati 


Security for the American Family since 1867 
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